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Put More Energy Into Your Selling 


HE holidays are upon us and the retail shoe 
merchants of the country are caught short with 
many holiday features in footwear and ac- 

cessories. It seems as if the general trade was so 
concerned about getting its stock of staples and safe 
styles that it thought but little of the extra dollars 
that come in the holiday season: 

Not so with the other stores, for the toy shop, the 
diamond shop, fur shop and the “Jimcrack” em- 
poriums are reaping their biggest harvest. Every- 
thing in these stores will sell down to the bare boards 
if the buying fervor keeps up. Most of these stores 
were unable to get adequate supplies, but they 
certainly are hammering at the public in publicity 
and in display to make this Christmas the greatest 
gift giving Christmas of the age. 

In a national survey of the retail shoe stores of 
this country, the “‘Recorder”’ finds indication of the 
return to the inactivity of ten years ago, when it was 
the seasonable custom for the shoe store to go through 
its dullest period in holiday-time. 

The thing to do is to wake up to the opportunity 
of the gift dollar. It usually “looketh not at the 
margin of profit,’’ but it does look much at the “‘meas- 
ure of pleasure in the gift thereof.”’ 

It would be a dangerous thing for the retail shoe 
industry to look upon the price situation as a deter- 
rent to novelties and specialties, built forthe Christmas 
season. There is indeed a stronger argument in the 
development of gift sales through the shoe store than 
through any other place of merchandising. There 
is a utility in footwear from the boudoir to the skating 
shoe. The whole gamut of human activity has its 


corresponding type of footwear salable in holiday 
season. 

Inclement weather has had much to do with the 
falling in sales in shoe stores the country over for 
September and October. It took Armistice Day to 
set a new record in the sale of shoes to the public. 
This new holiday is likely to bear the same relation 
in volume of sales that Easter does in Springtime. It 
is a far better date to start the big holiday sale season 
than Thanksgiving Day. This is something for the 
trade to remember for next season, but of the problem 
of the hour, the big selling month from Thanksgiving 
to Christmas stands in need of immediate attention. 
Say little of price and much of acceptability, in the 
entire showing of merchandise in your store. 

Another strong feature of the Christmas season is 
the modern slogan, “‘cash and carry.”’ Even the small - 
town transportation system is none too good, and 
under the burden of the Christmas rush it is the ob- 
vious thing to tell your customer “‘cash and carry.” 
Many stores throughout the country have started 
the innovation, “‘the abolition of credit.”’ 

One of the most encouraging examples of putting 
a store on a cash basis is revealed in the experiences 
of the F. E. Ballou Company of Providence. One of 
the thoughtful customers of that house heartily 
endorses the idea in the following: 

‘“‘At this time when prices are so high and 
everything connected with our living and 
business requirements is on an inflated basis, 
anything that can be done to bring the con- 
duct of business to a cash basis will thereby 
greatly assist the public endeavor to reduce 








the high’ cost of living. It is unfortunate that 
many people have in the past found it so easy 
to live by the use of charge accounts, and I 
certainly hope and feel sure that the action 
which you are taking will be commended by 
business men. It is a forerunner to better 
prices and better service to the entire public. 
“The cash customer appreciates the new 
spirit of democracy in the store wherein each 
receives equal treatment and no favoritism.” 

The “Recorder” has consistently advocated the 
cash system in retail shoe stores. A charge account 
is usually upon a single item and is frequently neg- 
lected in payment. It is an obvious practice for the 
customers to delay in payment of the little items to 
take care of the more pressing budget of the apparel 
store. 

The cash system is the impartial service to the 
entire clientele of the store and is the method that will 
make for closer margins of gross profit and larger 
margins of net profit. It is a mighty good thing to 
emphasize the cash system in the holiday season 
because Christmas credits are notoriously slow, 
running well into the early months of the year. 
Think well then of gingering up sales in the footwear 
shop on a “cash and carry” basis in this great and 
prosperous holiday season. 





A Needed Business Renovation 


ASHINGTON is always making sensational 
discovery of something which everybody else 
knew long before. It announced last week that red 
radicalism is at work all over the country. To be 
sure it is; it has been busy for months, doing its 
worst to poison the minds of workers and to destroy 
civilization. Everybody has known it except the 
Government, which by its dilatory inaction invites 
this plain blunt question: 

How can we expect ignorant aliens to respect the 
law if the Government itself does not respect the law? 
If the Government had any respect for the law, why 
did it not enforce the law? 

The public generally, certainly every employer or 
other business man, has known for months and 
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years of the treasonable, seditious and damnable 
work that was being done by agitators all over the 
country. Half a dozen brands of anarchy made no 
secret of their intention to destroy all Government 
and.to set up a reign of robbery and murder, which 
is all Bolshevism amounts to, or ever did amount to, 
in actual practice. All this time the Government’s 
efforts toward punishment have been beneath con- 
tempt in their inefficiency. A few convictions here and 
there have been followed by release on bond, under 
our American system of interminable appeals of 
criminal cases. It was no wonder that the I. W. W.. 
the Bolsheviki and every other insane gang of anar- 
chists took courage and became noisier and speeded 
up their printing presses. 

One of the greatest obstacles today to the peaceable 
adjustment of labor troubles in the shoe industry, in 
transportation and, in fact, every line of business, is 
the leaven of anarchy, which is to be found in every 
working force and which is bent upon destruction. 
Half a dozen noisy anarchists can keep a force of 
hundreds stirred up and in a quarrelsome and un- 
reasonable temper. With all the lying follies of Marx 
at their tongues’ ends they can confuse and bemuddle 
workers and bar any use of reason and commonsense 
in the settlement of controversies with employers. 
That is their declared purpose. The sowing of seeds 
of envy and hatred is their avowed program. 

Individual manufacturers cannot deal separately 
with these pestilent disturbers. The Government 
ought to reach a strong arm into the mélee, pluck 
them out by the nape of the neck and land them in 
jail. It should have begun this work many months 
ago. 

Attorney-General Palmer says “there will be no 
let up.”” Let us hope so. Let us hope the toe of 
Uncle Sam’s boot will not grow weary in well-doing. 
Perhaps it may encourage the old gentleman to call 
his attention to the fact that the jail accommodations 
in this country were never more ample than at present! 
This is not a joke, but a truth. The one-time devotees 
of John Barleycorn are keeping sober and consequently 
staying at home, instead of filling up the substantial 
steel and cement bedrooms in our appointed official 
piaces of entertainment for the urruly. In place of 
the temporarily and comparatively harmlessly in- 
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toxicated, round up some thousands of these hydro- 
phobic and poisonous agitators. 





A Time for Thanksgiving 


Paar and harvest time are worthy of 
something better than the turbulent ravings and 
war of words indulged in by men generally. 

If there ever was a time for Thanksgiving, ‘it is 
now, and yet I believe that even you, reader of this, 
can develop a grouch, if the words, “strike,” or 
“production,” or “‘price’’ are even mentioned. 

I know a manufacturer who for many years had 
one of the finest sorts of an even disposition and whose 
face radiated happy contentment even though “‘every- 
thing went dead wrong.”’ I wish you could see him to- 
day. He has all of the makings of a misanthrope. All 
life is blurred and blistered and he has a venomous 
attitude toward a flock of things. His brow is all 
wrinkled with care or something. He has more 
money than he ever can spend, even though ham and 
eggs go to $9 per portion. 

He will kick at a beggar in the street, and, far be it 
from me to believe it, but it is said that he is a verbal 
automat at the breakfast table. Woof! Woof! 

Now where is it getting him, and you, and me, too? 
Here it is November, and Thanksgiving just ahead 
and Christmas just beyond. If you want to be a 
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regular human being, just laugh off prohibition, 
production and the President, and get a little joy out 
of what should be the happiest Christmas season the 
world has ever known. It is simply a state of mind. 
All's well with the world; the trouble is, we are trying 
to carry on the great war mentally, long after it is 
closed physically. 


A Contest of Skill? 


RIDE of Production and rapidity of turn over 
are becoming the leading factors in the shoe 
trade. Would a competitive exhibition of shoemaking 
make a good feature of the coming Boston shoe and 
leather market? Would visiting buyers like to see 
how rapidly and skillfully the bench workers of 
Haverhill can make a turn shoe? Or would they like 
to see the champion lasters of Lynn demonstrate 
their speed and skill? Or would they like a working 
example of the cleverness of Brockton shoemakers 
who sew welt shoes? 
It looks as if there were a good chance to work up 
a contest of speed and skill in shoemaking as a feature 
of the coming big Boston market. A prize, like a - 





silver cup, as well as the honors of victory, would 
certainly stir the shoemakers to zealous effort, and at 
the same time give a body blow to under-produ- 
ction. | 












Go through this issue carefully; fill out this 
blank as indicated, and send it on a tour of the 
store. Its value to you is multiplied by the 
number of your associates who benefit from its 


contents. 


No retail shoe publication in the world is 
giving to its readers the amount of expert and 
authoritative service that is embodied in each 
week’s issue of the “Boot and Shoe Recorder.” 








Every Man in the Store a Reader 
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circuit is completed, with comments or sug- 
gestions, if any. 




















“INDUSTRIAL PRODUCTION PROBLEM” 


Discussed at Boston Shoe Trades’ Club by W. 
Stanwood Field 


Boston—W. Stanwood Field, superintendent of 
Farley, Harvey & Co., spoke at the weekly luncheon- 
meeting of the Boston Shoe Trades’ Club yesterday 
on “The Industrial Production Problem.” 

In introducing Mr. Field, President Everit B. 
Terhune said that never in its history has labor been 
so highly paid, never has there been a time when em- 
ployers more generally gave their workers a “‘square 
deal,” and at the same time never have employer and 
employe apparently been so far apart as at just this 


time. 
Need of Clear Thinking 


In the course of his address Mr. Field said: 

“At no period in our country’s history has there 
been greater need of clear thinking than today. In 
our present perplexities we sorely miss that particular 
kind of influence that Theodore Roosevelt exerted 
during his life. 

“In attempting to find the underlying cause for the 
present industrial unrest, we perhaps do not have to 
go further back than the threatened strike of the rail- 
road men just before this country went into the war, 
and at which time our Government gave the railroad 
workers what they demanded with too easy acquies- 
cence. 

“The next important factor was the mistaken policy 
of our Government in issuing vast war contracts on 
the 10 per cent plus basis, which had the immediate 
effect of skyrocketing wages 30 to 40 per cent and up- 
setting the whole industrial scale. 

“There is only one way in which the difficulties 
regarding the high cost of living can be properly met, 
and that is by not thinking so much about wages and 
more about work and production. 

“T believe,”’ said Mr. Field, “that employers are in 
general today fair toward labor, and I also believe 
that there is a large element in organized labor which 
is likewise disposed to be perfectly fair, but organized 
labor, unfortunately, seems to be drifting into control 
of the other kind.” 
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1920 CONVENTION 


St. Louis Exhibits Have Been Negotiated for by 
Harry Vinsonhaler 


St. Louis—Harry Vinsonhaler, of the Vinsonhaler 
Shoe Company, chairman of the committee in charge 
of exhibit to be made by the St. Louis manufacturers 
ard jobbers at the convention in Boston of the 
National Shoe Retailers’ Association, has been in the 
East some days making arrangements for the display 
to be had and other details of the plans of the local shoe 
interests. During his absence he has made arrange- 
ments for display cases, etc., and the present outlook 
is for a very handsome and comprehensive showing 
of the product of the St. Louis houses. Mr. Vinson- 
haler had intended to make his Eastern trip earlier, 
but was prevented by illness which kept him from 
business, under the orders of his physician, for several 
days. 


ASSOCIATED SHOE RETAILERS 


Discussing Plans for Trip to Boston in 
January 
St. Louis—The monthly dinner of the Associated 
Shoe Retailers of St. Louis was held at the Jefferson 
Hotel, Wednesday evening of last week, with an 


exceptionally good attendance. The features of the 
evening were the reports upon the campaign for new 
members, preliminary to the National convention, 
and the discussion of plans for the trip to be made to 
Boston in January. In addition thereto Secretary 
C. E. Williams, of the association, who also represented 
the shoe interests on the price-fixing committee ap- 
pointed in St. Louis in the Government’s campaign 
against high prices, told of what steps had been taken 
in the committee with relation to the prevention of 
profiteering in footwear. As yet no price-fixing an- 
nouncements have been made in connection with 


shoes. 


RUSH YOUR PRIZE PHOTOGRAPHS 
Contest of F. B. & C. Extended to Dec. 1 


In view of inclement weather throughout the 
country and the impossibility of merchants getting 
the proper photographs of their displays in the 
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F. B. & C. contest, the committee has made an 
extension of time until December 1. The nation-wide 
co-operation of the merchants in this campaign has 
been remarkable. The judges have already received 
a big batch of photographs, but there is still op- 
portunity for the man who has designed a window 
with the distinctive appeal to the public and 
distinctive publicity of both leather and ‘footwear to 
come in and win the prize. 

It is understood that the windows were prepared 
for the National Kid week. If you made such a 
display, send your picture instanter. 


CHICAGO NATIONAL EXPOSITION 


January 5-10 at Palmer House—Big Demand 
for Display Space 


Demand for display space at the Chicago National 
Shoe Exposition, which will be held January 5 to 10 
at the Palmer House, has been so great that Dave 
Davis, secretary, predicts another floor will have to 
be taken to accommodate all reservations. When 
plans were being made a few months ago, it was esti- 
mated that there would not be more than 150 exhibi- 
tors, but the overwhelming success of the exposition 
last July is having a decidedly favorable effect upon 
manufacturers, wholesalers and salesmen, who are 
sending in exhibit reservations with instructions to 
include them in the displays, under any conditions. 

As a result of this wide response by the trade for 
display space, the committee in charge of this par- 
ticular work is seriously considering reserving another 
floor at the Palmer House for the exposition, which 
will give the affair a total of four floors, accommodat- 
ing approximately 200 exhibits of all sizes. 


NEW OFFICE OPENS 


Oliver Hagan Represents Stresau-Becker Leather 
Company 


Boston—The many friends of Oliver Hagan are 
calling at his new quarters, 103 South Street, Boston, 
to congratulate him on his new representation for 
Stresau-Becker Leather Company of Chicago, tanners 
of colored chrome, both in sides and calf. Mr.Hagan 
was for 20 years associated with the American Hide 
& Leather Co. His son, Oliver Hagan, Jr., and 
Stewart Young are associated with him in the repre- 
sentation of the Stresau-Becker Leather Company. 


WORCESTER MERCHANTS MEET 
Discuss National Convention and Shoe Repairing 
Proposition 


A meeting of the Worcester Retail Shoe Merchants’ 
Association was held on the evening of November 14 at 
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Warren Hotel, President H. P. Shean presiding. An 
open discussion of six big questions of interest took 
place, with the 1920 National Convention of January 
12-15 at the top of the list. 

Plans are well underway to have twelve Worcester 
girls on the runway at the Style Show of the National 
Convention. 


Mr. Savage of Ware, Mass., presented a shoe- 
repairing proposition, namely, a wholesale repair 
shop for Worcester shoe stores. 


CAPT. GEORGE R. WALMSLEY 
Returns to the Shoe Trade 
Capt. George R. Walmsley is now sales manager 
for Frederick S. Peck, Worcester, Mass., makers of 


men’s fine shoes. The Charles Case line of shoe is 
being continued as an additional feature. 
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CAPTAIN GEO. R. WALMSLEY 


During the war, Captain Walmsley served as 
captain of the ordnance depot at Springfield, Mass. 

Mr. Walmsley is an expert on styles and sales. He 
will be remembered from his former connection with 
the “Recorder” as a feature writer. 

He is very enthusiastic over the line of Frederick S. 
Peck, which company he says is now putting out a 
very fine line of men’s, young men’s and women’s 
fashionable footwear. 

The concern of Frederick S. Peck has recently been 
reorganized with M. A. Knipe as general manager. 
The company makes this line of dress and service 
shoes in all leathers, specializing on brogues. 
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Fair Price Committee in Action 


Unable to Unearth a Single Case of Profiteering in New York 


N a report to United States District Attorney 
Francis G. Caffey last week, Col. Michael Fried- 
sam of B. Altman & Co., head of the local Fair- 

Price Committee on dry goods, clothing and shoes, 
stated that higher prices for clothing and shoes were 
coming in the Spring and that merchants at present 
were selling merchandise at less profit than ever be- 
fore. The advertisements in the papers, he reported, 
would serve as a fair-price guide to purchasers. The 
investigation of a number of complaints, he said, had 
failed to unearth a single case of profiteering in New 
York City. 

The shoe interests were represented at the confer- 
ence with the District Attorney by Emil Weil of 
Weil & Co., shoe manufacturer, and by John Slater 
of J. & J. Slater, retail merchant. Mr. Weil made 
several interesting points, backed up by exhibits. 
One of these was a set of Government statistics show- 
ing that shoes and leathers exported from the United 
States for the first nine months of this year totaled 
$233,907,000, against about $67,000,000 for the same 
period in 1918, and about $83,000,000 in 1917. This 
gigantic increase in our export business, he said, was 
made in the face of adverse foreign exchange. Our 
imports of leather, he added, were about equa! to 
those of other years. Foreign buying here, he said, 
will increa e with a more favorable exchange rate and 
cause a still fucther shortage. 


Buying Extravagant Footwear 


He declared that the public was buying extravagant 
footwear. He showed two models from hi: own fac- 
tory, both priced to sell at about $17 a pair retail. 
One shoe, he said, represented “‘service’’ and he could 
guarantee it to wear for 12 months with one resoling, 
if alternated with another pai:. The other shoe repre- 
sented purely style, was made of patent leather and 
velvet and would wear about three weeks. The de- 
mand for the latter shoe, he declared, far exceeded 


that fo: the se-viceable type. 


Contrast in Prices 


This testimony was borne out by Mr. Sleter, who 
has just made an investigation of shoe prices on 
Delancy Street, one of the principal shopping centers 
of New York’s East Side district. In proportion, the 
Delancy Street dealers sell more high-priced shoes 
than Mr. Slater does on Fifth Avenue. The shop 
girls demand the latest style. Low-heeled, sensible 
footwear is not wanted by them. Coloael Friedsam’s 


report said, in part: 


Shoes Still Higher in Price 


“There is every prospect, as we have mentioned in a 
previous report, that :hoes will be still higher in 
price. This is quite natural and results from a com- 
bination of uncontrolled circumstances. Retail shoe 
dealers are selling shoes today at prices far below 
replacement cost, and the retail clothing dealer has 
not evep made a normal profit. 

“The paramount question, in my opinion, during 
the coming season, will aot be one of price, but rather 
the difficulty of obtaining suffic:ent clothing and shoes 
for the public. Our greatest effort should be dedi- 
cated to the purpose of holding prices whe.e they are 
at present, for I feel that conditions tend toward a 
natural advance. 


No Change in Prices Possible 


“Tt is manifestly unfair to the public to indulge in 
prophesies to the effect that ‘prices are going to be 
reduced,’ without first having made a thorough study 
of present industrial conditions, and all matters relat- 
ing thereto. High labor costs, sub-normal transporta- 
tion facilities, the freq 1ency of industrial disputes and 
the consequent interruption of production because of 
this, and a certain relaxation in the world at large, 
cannot logically result in any changed condition in 
respect to prices for a considerable time to come. 


A Period of Extravagance 


“Another factor which must be reckoned with is 


* the spirit of extravagance which seems to be pervading 


the buying public. This was a natural outgrowth of 
the war and the sudden acquisition of large buying 
power by many who were previously accustomed to 
haadling only small incomes or no incomes at all. 

“In view of the general unstable conditions in indus- 
try, and the relative slowness with which the ordinary 
channels of world trade are resuming their normal 
functions, I believe that any attempt to formulate a 
price list for clothing and shoes is not only impracti- 
cable, but entirely impossible. This committee ap- 
preciates the fact that it is, of course, possible for 
constituted authority to arbitrarily fix a price for a 
given article, but such arbitrary price fixing with 
regard to clothinz or shoes at this time, and in view of 
the conditions which we know exist in these, as well 
as other industries, could result only in fluctuation of 
actual value of materials in these goods to meet such 
a fixed price. In other words, the quality of material 
in clothing and shoes necessarily would be reduced if 
the price were immovable. Obviously, 20 one can 
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hope to purchase a real diamond at the price of an 
imitation. 
Retail Ad—Barometer of Prices 


‘The element of competition is, happily, al- 
ways keen, and the public has learned, in these 
recent days, to regard the advertisements ap- 
pearing in the daily press as their most valuable 
barometer of trade conditions and fair prices. 

“The crying need. everywhere is production and 
more production. The solution of our question will 
not come from debate or proclamation. 


Work and Thrift 


“It will be solved by a combination of just two 
things—work and thrift. Work, sincere and earnest, 
on the part of every single one of us, whatever our 
station, and thrift on the part of the whole public. 
Unless we can check the wave of reckless extravagance 
which seems to possess a great part of the public, I am 
afraid that efforts on the part of such committees as 
this will be futile. In these two factors lie the solu- 
tion.” 

Colonel Caffey officially accepted the report to 
transmit it to the Attorney General. In his opinion, 
he said, the report was too general to be of value unless 
backed up by specific facts. This would be impossible 
in a public report, according to members of the 
committee. 





Boston for Hospitality 


Please Send Your Specific Reservations and 
Co-Operate With Hotel Committee 


A hearty welcome is extended to all merchants who 
are contemplating attending the 1920 Convention. 
Their earnest co-operation is also asked by the 
Hotel Convention Committee—J. H. Woodbury, 
chairman. 

Mr. Woodbury and the other members of his 
committee are exerting every possible effort to see that 
visiting delegates are well housed during the four 
days of their sojourn ir Boston, and requests that the 
cards which were sent to the various merchants 
be filled out strictly in accordance with the items 
mentioned thereon, for instance: “‘the number of 
rooms,” the “approximate price per day,” “‘single 
or double rooms.’”’ Both cards sent should be filled 
in and mailed to the hotel committee at once to insure 
proper accommodations. 


Copley Plaza for the Ladies 
The Copley Plaza Hotel has been reserved especially 
for visiting delegates and their wives. ‘“The ladies are 
entitled to the very best and we intend to see that 
they get the best. - The committee and the hotels are 
opposed to blanket orders. Every merchant should 
act as if the convention were to be held in his own 
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city and govern himself accordingly,” said Mr. 
Woodbury. 





Louisville Merchants Meet 


Retail Shoe Association Hold Annual Convention 


The Louisville Retail Shoe Association held its 
annual meeting on Tuesday evening, November 11, 
at the Louisville Old Inn Hotel. Henry J. Mullins, 
president, who served out the unexpired term of E. 
M. Cohen, refused nomination, due to press of 
business and poor health. Officers elected were: 

J. C. Fedler, Jr., president; Maurice Brooks, vice- 
president; H. G. Schutz, treasurer, re-elected; Roger 
Dougherty, secretary, re-elected. All of these men 
were original charter members of the organization 
which was launched in the Fall of 1913, Mr. Fedler 
having beea one of the men most active in launching 
the body. Mr. Schutz has been treasurer several 
years and Mr. Dougherty has been secretary for five 
full years. About thirty members were present and 
the evening was marked by numerous free dis- 
cussions. 


The association plans to get all of the retail 
shoe merchants in the downtown section to- 
gether on rubber prices. A committee reported 
the following fair prices on rubbers: Firsts, men’s 
$1.50 a pair; Women’s footholds, firsts, $1 a pair. 
Women’s Bettites and Storms, $1.25 a pair. 
Firsts were the only rubbers on which any effort 
will be made at uniform prices. Charles Siers- 
dorfer, Charles Troxler and R. E. Burney repre- 
sent a committee of three which will endeavor 
to line up the leading merchants on the fair 
prices. 

Chazles Fedler, Jr.. H. C. Schutz and Ben Mid- 
dendorf were appointed as a committee of three to 
endeavor to get a few stores in the downtown section 
in line on closing hours. Some of the chain stores 
have been staying open until six o’clock during the 
week, and ten o’clock on Saturday night, whereas 
Louisville uniform hours are now 5.30 and 9 o’clock. 
This committee will call on the Walkover, Emerson 
and Regal store managements, and endeavor to get. 
Fourth street in line. 





A Business Change 


Harry Edison has retired from Ward’s Shoe Store, 
21 Peachtree Street, Atlanta, Georgia, having sold 
his interest to Philip Elson, 44 Wa!l Street, wholesaler 
of notions. It is reported that the firm will continue 
doing business under the name of Ward’s Shoe Store, 
Samuel Smullian and Philip Elson, proprietors. 

Mr. Edison will personally give his entire attention 
to Murray’s Cut Price Shoe Store and Black’s Shoe 
Store, of both of which he is the so!e owner. 
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French Lasts 
Nationally Taboo 


No Need to Upset the Industry with 
Freak Style Creations --- Opinion 
of Country’s Best Shoe Buyers 
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\ 7OMEN are always prone to want something 

different in wearing apparel. Very few 

women will buy two dresses, two hats or two 

pairs of shoes exactly alike—that is to say the 

woman who appreciates style and buys wearing 

apparel in accordance with the dictates of Dame 
Fashion. 

Much time has been spent and much ink has been 
spilled in the discussion of who makes the styles. 

There are a few leaders and a host of followers, but 
generally speaking changes of fashion are the result of 
a process of evolution, and in the final analysis what 
people buy and wear depends entirely and absolutely 
on what merchants show and push. 


Retail Shoe Merchants Have Deciding Power 


The decision rests entirely with the retail shoe 
merchants of this country as to whether or not we are 
to have a recurrence of short vamps, stubby toes 
and a tremendous logs on stocks now on hand and 
shoes purchased for future delivery, or whether the 
longer drawn out lasts which have proved so popular 
and satisfactory shall remain in vogue and be worth 
one hundred cents on the dollar. 

Present day lasts and styles of women’s shoes are 
not an over-night creation that came like a spasm, but 
have come about by a process of evolution. They are 
the result of the combined thought of the leaders in 
the retail, as well as the manufacturing, industries. 


Present Day Lasts Fit the Foot 


Some of these lasts have been designed by men 
whose whole thought was to produce a thing of 
beauty, regardless of fitting qualities or effect on the 
feet, but the great majority of them have been worked 
out on scientific lines and conform admirably to the 
contour of the human foot. They have broadness of 


ball sufficient for a firm resting place for the foot. 
While they are narrow at the toe, they are sufficiently 
drawn out to allow ample space for each of the five 
toes. They are close fitting in the arch and heel,so that 
the foot rests firmly and comfortably and does not slip 
at the heel. This is true of both the Louis heel lasts 
and those followinz the same general lines in the fore- 
part, but carrying 12-8 to 16-8 military or Cuban 
heels. 

Besides having superior fitting qualities the lasts of 
this type have the most beautiful lines, are dressier 
and more elegant in appearance than any styles that 
have ever before been produced. 


Women Buyers Satisfied with Long Vamp 


In the opinion of most buyers women are better 
satisfied with this type of last than any other type 
that has ever before been on the market. As one of 
the biggest buyers of the country expresses it, “From 
the fifty or more styles that a customer has to choose 
from in the ordinary store of today, a purchase of at 
least fifty pairs of shoes would be necessary in order 
to get all the styles shown at one particular time; so 
as the new things come in gradually, it takes a long 
time for a customer to buy one of each and every 
style.” 

Some manufacturers may have gone to the extreme 
in length of vamps and overdraft of foreparts, but, 
if so, that matter will automatically right itself. 

The world is in a feverish, nervous condition. Men 
in every walk of life are prone to act from sudden 
impulse rather than teke time for mature, deliberate 
thought. 

A very little rocking of the boat is very liable to turn 
the tub bottom side up. 

Spring buying is pretty well- over and styles are 
all set. To introduce a radicelly different style and 
shape in mid-season would have a tendency to disrupt 
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the whole industry and cause enormous losses from 
depreciation of shoes now on the shelves of merchants. 

In order to determine the trend of style and the 
attitude of both the public and the merchant we have 
collected the opinions of a large number of prominent 
buyers throughout the country. We asked each of 
these buyers four questions, and below are given a 
list of those questions and a tabulation of ‘part of the 
answers we have received: 


Questions Asked Buyers and How They Answered 


1. Are women generally who buy dressy footwear 
demanding a change in shoe styles? Yes 3, no 20. 

2. Do you find an increased demand for button 
boots? Yes 11, no 10, not answering 1. 

3. In your opinion would button boots of elegant 
but not gorgeous pattern on the present style of lasts 
satisfy the craving for change in styles? Yes 9, nol, 
conditional 3, satisfied now 9. 

4. Will there, in your opinion, be a strong demand 
for the French type of last with short vamp and broad 
toe, heavy high heel for Fall, 1920? Yes none, no 23, 
now selling few 8, see tendency to shorter vamp 7. 


Result of the Inquiry 


Taken all in all the consensus of opinion of the big 
buyers of women’s footwear is 

That women generally who buy stylish, dressy 
footwear are pretty well satisfied with the present 
type of lasts, and while a few merchants see a tendency 
toward shorter vamps the belief of these merchants 
seems to be that 
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their purchases to strap pumps or ribbon ankle ties in 
black satin, black suede and patents. Practically 
all of these are turns and intended for evening or 
afternoon wear. 

In talking with these buyers, the fact develops that 
their principal reason for buying them at all was that 
they figured their competitor would probably buy 
them and so it would be necessary to show a few 
patterns to meet this competition. 


Recommendation of Allied Styles Committee 
Important 


The recommendation recently made by the National 
Allied Style Committee that if a merchant found a 
demand for this type of footwear he should confine 
his purchases to a very limited quantity and a few 
patterns is significant, and is sufficient proof that 
the leaders in the retail shoe industry are not in favor 
of the introduction of this type of footwear in Ameri- 
can stores. 

In building low effects on short, stubby lasts with 
high heels it seems necessary to provide a series of 
straps or ribbons fastened around the ankle in order 
to hold them on and keep them from slipping at the 
heel. The women of France do not seem to object to 
these fastenings, but in the language of one of the 
country’s best buyers of strictly high-grade footwear, 
“American women who know and appreciate style 
footwear love pumps, one eyelet ties and similar 
creations and do not relish having their ankles 
hampered with a lot of straps and ribbons.”’ 


English Women 





in the great big 
majority of cases 
vamps will remain 
about as they are 
now and the small 
percentage which 
will be bought on 
shorter vamps will 
be on 354 or 334 
inch vamp pat- 
terns. None seem 
to think that there 
will be any con- 
siderable demand 
for the short, plug- 
gy lasts carrying 
24-inch vamps. 
While a few mer- 
chants have 
bought boots on 
the so-called 
French last, the 
most of those who 
have bought this 
last have confined 





Why Accept a Style Re- 


Exhibit Growing 
Tendency to 


jected in France? Long Vamps 


Here is the new type of French 


‘ Last with its longer forepart. 


This is quite different from the 
freakish 17-8 and 
2-inch square toe, 
high French heel, 
commonly known 
as the “French 
Last.”? The Amer- 
ican foot will have 
nothing to do w:th 
**foot binding”’’ de 
luxe. 








The group of 
British shoe 
manufacturers who 
recently visited 
this country said 
that they would 
have to “hand it”’ 
to American manu- 
facturers as crea- 
tors of stylish foot- 
wear, and added 
that they saw a 
rapid and growing 
tendency on the 
part of English 
women toward the 
longer vamps and 
narrower toes 
which are prev- 
alent in this coun- 


try. 
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All the more folly then to go crazy and jeopardize 
present stocks and present prestige by exploiting an 
ugly, unsightly type of footwear that will eventually 
produce a crop of corns and bunions and a world of 
misery. 

In Regard to Buttons 

Some merchants seem to see a growing tendency 
toward button boots, but the majority of them agree 
that so long as women demand boots 8/4 and 9 inches 
high, buttons are impractical and can never regain 
the prominence they once held when the prevailing 
height was 61% inches. 

The Solution of the Style Problem 
The solution of the style problem then seems to be 
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not a sudden transition from the present long fore- 
part and long vamps to the short, stubby type, nor a 
sudden switch from lace to button, but the con- 
tinuance of the development of beautiful, harmonious 
lines in lasts and the continuance of the development 
of artistic, beautiful, but not freakish patterns and 
designs to fit those lasts—in other words, the 
development of lasts that fit the foot with an equal 
amount of pressure all over, that do not bind one 
particular part and leave other parts loose and un- 
fitted. 

This means a combination of practicability 
and beauty which is all that style can be or should 


be. 


Opinions on the French Last 


A Cross-section of the Country on the Issue of ‘‘Mid-season’’ Styles 


From a Minneapolis Store 


I cannot see that there will be a demand on the part of our 
trade for the French type of last with the short vamp and 
broad toe in any form. I personally will not buy any of 


them. 


‘From the Porter Shoe Company 


In reference to the stage last: We have found a tendency 
toward shorter vamps, owing to the publicity given through 
our newspapers and magazines. We do not favor the ex- 
treme short forepart or the French stage last, but do not see 
any way out of it now except to give the women what they 
want, which, no doubt will be shorter vamps. [ have just 
returned from the East, and have changed several styles of 
low cuts from the new lasts to old ones such as we used several 
years ago—vamp not over 354 inches. We may be wrong 
in doing this, but thought it better to change styles now than 
to buy pew shoes ir January or February. 

For the Fall of 1920 we are reasonably sure that vamps 
will recessarily be shorter if, as I have been informed, women 
are to wear the shorter skirts and tailored suits. 


From the Fontius Shoe Company 
BY HARRY E. FONTIUS 


The Mountain States Association is sending a letter to our 
members condemning the French last. While it may be all 
right for us to have one French last in the house, I do not 
believe that we should force this last when we have made 
our purchases entirely on narrow toes. However we do notice 
a tendency in our store for some shorter vamps, but not 


extreme by any means. 


From a Detroit Store 


It is our opinion that there will be very little demand next 
season for the short vamp, French type of footwear.. Shoes 
of this type have never been popular in our locality. Our 
trade is still calling for the long vamp. We would not advo- 
cate featuring the sale of the otber type. 


From the Drexel Shoe Company 
By R. ROSENZWEIG 


I do not look for a demand for French lasts, short vamps 
and broad toes. I will discourage it as much as possible. 


From Sommer & Kaufmann 


We had a meeting early in November, at which were present 
nearly all of the promirent shoe merchants of San Francisco, 
and it was unanimously decided that the recommendation of 
the Styles Committee of the NationalShoe Retailers’ Associa- 
tion, regarding the non-adoption of the French last model, 
should be confirmed, and that the use of this particular last 
at the present time should be discouraged as much as pos- 
sible. In fact, we added to our resolution that we would 
defer the introduction of new styles in mid-season, or afte: 
the season’s orders have been placed. There is a demand from 
certain quarters for this particular style of shoe, but this 
demand is limited, and in my opinion is not going to be a 
factor in the shoe styles either in the near future or next 
Spring. 

While there will be a limited demand for the French type o! 
shoe it is my opinion that it will not last, nor will the fashion 
able American woman wear this abominable style to an) 
extent. The last itself, by reason of its shortness, is no! 
adapted to American feet, which have been accustomed to 
longer vamp models for so many years. 


The Lasalle & Koch Company 
By CHARLES HOUCK 


We do not have a great demand for the short vamp shov 
and we are not anticipatir g a great increase for Fall business 
in this particular pattern. My feeling in the matter is this: 
It has taken a great many years to educate the public and 
bring them to a point where they can buy good, stylish 
footwear and still give their feet much more comfort than 
they could get before in a medium long vamp shoe. It seems 
to me that years ago when shorier vamps were worn that there 
was 100 per cent more foot trouble, consequently this show: 
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that we have arrived at a stage where we can give people a 
better fitting and a better looking shoe, which will keep its 
shape longer. With these things in mind, I do not see why 
there will be a great demand for the short vamp shoe for 
the coming seasons. It would also put the manufacturer in 
an uproar changing the lasts, which would incur a great 
expense, and with the high cost of labor and material this 
would make a sore spot in the shoe businesss. 


Volk Brothers Company 
By LEONARD W. VOLK 


In our opinion no greater blunder could be made by the 
trade in general than to encourage the introduction and 
featuring of the French toe at this time, as once the average 
woman is convinced that this is the correct and up-to-date 
thing to wear she will absolutely not consider the longer 
vamp, and the millions of pairs of 3% to 4 inch vamp shoes 
now in stock and the other millions of pairs still in the works 
will suffer an enormous depreciation—so enormous as to 
affect the solvency of many retail shoe merchants. 

We would rather see a return to shorter vamp lengths by 
easy, gradual stages, believing that that method would pre- 
vent heavy losses and enable the trade to adjust their stocks 
accordingly. 

Speaking only for this section of the country, we have had 
but little inquiry for the French toe. It would undoubtedly 
sell well if women were brought to consider it ultra stylish— 
at best we do not see how it could prove much more than a 
fad—but perhaps a sweeping, disastrous fad, as it unquestion- 
ably has not the beauty of line of the American models now 
in use and cannot be fitted as are models carrying longer 
vamps (3% to 4 inches). 

The demand for this French model will depend altogether 
on the publicity given it, by the style authenticity of the 
publications advocating its use and endorsing it, and by the 
reputation and standing of the retail shoe merchants showing 
it. It should be killed immediately, as its introduction right 
now would certainly spell ruin to thousands of shoe mer- 
chants whose business for Spring has already been placed. 


From F. E. Foster & Company 


The so-called French last, or what some makers call a 
modified French last, will never be accepted by American 
women. True a few American women who went overseas on 
various missions have returned with French shoes, but we 
venture to say that they will not wear them very much. In 
fact, to satisfy ourselves on this point, we asked the head of 
our advertising department to find out while he was in Paris 
the experience of American women with French shoes. 

A careful investigation proved that while most American 
women bought a pair of French shoes as soon as they arrived 
in Paris, it was only a short time, in fact in many cases only a 
few days, before they discarded them and bought shoes made 
on American lasts. From a careful analysis of conditions as 
we meet them in the fitting of Foster Shoes for Women, we 
believe that a vamp 3% to 3% inches will be the style which 
will meet the requirements of the Foster clientele. 


The Mabley & Carew Company 


By CHARLES H. VOLLER 

From all present indications there will not be a heavy 
demand for the French type of lasts. We are very much 
opposed to any such change at this time, as shoes are too high 
priced now, and why destroy so many lasts adding a higher 
cost of overhead in making new lasts, when we cannot obtain 
them fast enough for present wants? 

Many women are just purchasing their first pair of long 
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vamp boots this Fall, and from our experience they will want 
another pair of long vamps later instead of going from one 
extreme to another. 


Caspari & Virmond Company 
By GEO. R. VIRMOND 


I do not think that there will be a big demand for the 
French lasts among the better trade. If there is a large 
demand, it will be of short duration. 


From One of Biggest Stores in the West 


I believe that any manufacturer or any retail shoe mer- 
chant who will attempt to show or in any way encourage the 
French vamp type of footwear is not only hurting himself 
but all of his competitors. I, for one, will not buy this last 
under any condition. 


From a Chicago Store 


We have experienced a demand for the French last shoe 
some time ago and have also sold a few pairs. We do not 
believe however that the women who generally buy high-class 
footwear will take to this type to any great extent, because 
these shoes have not the grace, nor do we feel that they are 
adapted to the American foot as well as are the long vamps. 

On the other hand we have noticed a tendency toward a 
reduction in the length of the vamps; not to be construed, 
however, as a vamp as short as that of the French lasi, but to 
a more medium length vamp, made over American lasts and 
still retaining the high-class artistic lines of the American 
shoe. 

We have and will continue to have a few French lasts to 
satis:y the wants of our patrons who demand them. 


Harris-Emery Company 


There will not be a strong demand for the French type of 
last unless the merchants and manufacturers feature this 
style, which in our opinion would be an injustice to the shoe 
merchant, the consumer and in most instances to the manu- 


facturer. 
From J. C. Hart 
By EDWARD HALDY 


In regard to the French last, which has been featured by a 
few stores in the larger cities, we would say that it has no 
place in our store. We do not believe that a woman of re- 
finement who is particular about her footwear would ever 
take to such a style. There is no grace or beauty to a last 
of this character, neither will it fit the feet today, as they are 
accustomed to the larger forepart last. 

We think that it is only a passing fad, such as we ex- 
perienced about six years ago and which died about as 
suddenly as the back lace, side lace and other freaks did. 

With the production of shoes made by the factories far 
below normal, we think it very poor policy for the manu- 
facturer to push such a style. 

Woman’s business was never so good, and it is our belief 
that with the prices mounting continually it does not need 
any such radical change at this time. 


F. & R. Lazarus Company 
By TOM SIEBERT 


There will not be a very emphatic outlook for the French 
type of last with the short vamp and broad toe and heavy 
high heel for Fall, 1920. The idea should be discouraged not 
popularized. French lasts were never a success in America 

(Continued on page 47) 
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A Model Publicity Campaign 


Launched by Stover “Walk-Over’’ Shoe Stores, Plankinton Arcade, 


Milwaukee, Wisconsin 


HE retail shoe trade can proudly point its 
finger to what can be termed the most notable 
example of constructive, legitimate and elevat- 

ing advertising literature that has ever graced the 
retail selling field in any line of endeavor, embraced 
in a recent campaign launched by Floyd H. Stover, 
owner of the Stover Walk-Over Shoe Store, Plankin- 
ton Arcade, at Milwaukee. 

Advertising, in what it formerly constituted, with 
black scare heads and listing of meaningless prices, 
has throughout this entire campaign given way to the 
selling of honest merchandise at honest prices and the 
apprising of the public with a sincere and conscien- 
tious store policy. Not only is entire Milwaukee im- 
pressed with the sincerity and openheartedness of 
Mr. Stover’s advertising, which has evidenced itself 
in a greatly enlivened and increased patronage, and 
not only have retail merchants of Milwaukee been 
imbued with that much desired spark for better mer- 
chandising and advertising, but retail shoe merchants 
at large, from almost every point of the United States, 
have on frequent occasions written to Mr. Stover for 
the reprint of his 
copy. 

Mr. Stover has 
neither the largest ay 
retail shoe store in ig aeons 
Milwaukee nor does Stover Style 
he necessarily carry ae) Sota sac 
the largest stock of | Seeeorase 
shoes, but suffice to 
say that he is the 
largest retail shoe 
advertiser in the 
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advertising costs 
him less in percent- 
age to volume of 
business. 


La Parisienne 


A truly beautiful button shoe to be 
worn with dresses as well as with tail- 
ored effects. In turned and welt soles. 
All matt kids—black vamps with cin- 
der gray and beaver tops. All the 
wanted solid colors. 


1322 » 162 


The Handwriting 
on the Wall 


“The Handwrit- 
ing on the Wall,” is 
the caption of an 
editorial in one of 
the early advertise- 











Judgment Combined in 


MAIL ORDERS CAREFULLY 
AND CONSCIENTIOUSLY 
FILLED BY A. TRAINED 
SHOPPER. 


WALK-OVER SHOE STORE 


thing has, or is, about to happen. “It was there many 
months ago. He whoran might read. A critical situa- 
tion was developing. The world needed raw materials. 
Peoples everywhere were underfed and underclothed. 
From every corner of the globe came, echoed and re- 
echoed, the cry for products of America. That 
America would respond we all knew. I was of the 
opinion that America’s response in at least one de- 
partment of industry would create a tremendous 
shortage—and that was in leather—the leather that 
goes into good shoes was bound to be scarce and high 
in price. That I was right is proved by present con- 
ditions. I backed up my belief in the future by buy- 
ing more liberally than I had ever done before. To- 
day I feel that I have rendered a real service to the 
men and women of Milwaukee, for today I am able 
to offer them real Stover shoes at Stover prices—fair 
prices based on what I actually paid for shoes, not on 
what they’re worth at present. Signed, F. H. 
Stover.” 

It tells a story, following in logical order the occur- 
rence of events, and a word or two on the store policy 
in explaining that 
shoes are being re- 
tailed at prices when 
bought, plus a rea- 
sonable profit. 





“Nothing Sensa- 
tional in Correct 
Merchandising”’ 


“Nothing Sensa- 


tional in Correct 
Merchandising,’ 


STOVER SHOES 
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city, and that his ||; on ee |i | heads another edi- 


torial typical of Sto- 
ver advertising. 
which follows in 
part: ‘The estab- 
lishment of a thor- 
oughly dependabie 
business institution 
leaves no room for 
the bizarre. The 
use of bombastic 
methods as an al- 
traction very seldom 








ments, which in it- 








holds an inspiration 








self conveys the 
thought that some- 


A Well Balanced Advertisement 


of confidence. I be- 
lieve you are inter. 
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ested in and want only the whole facts, and these I 
propose giving. The many attempts made today to 
impose on the credulity of the shopper will always 
meet with disapproval from the conscientious mer- 
chants. Signed, F. H. Stover.” 

Here there was but one great thought, in that to do 
business, real honest-to-goodness big business, it is 
not necessary to apply the fiendish, bombastic and 
pandemonious methods, which are always contested 
and disapproved by the laws of good merchandising. 


Another Ad Reads ‘‘Stover Style”’ 


“Stover Style” reads another. ‘To lead, not fol- 
low; to pick good styles; to look ahead; to antici- 
pate the needs of my patrons; to keep my store, my 
stock, and my fellow workers ever fresh and new and 
on the job; to sell honest shoes for honest prices. 
That is my creed. That is the standard I have set 
for my store. That is ‘Stover Style.’ The shoes I 
offer the men and women of Milwaukee are but a re- 
flection of Stover Style. Leaders; in good style; 
made for my trade; fresh from the hands of master 
craftsmen; always new; always on the job. Such 
shoes are Stover Style Shoes. Honest Shoes at 
Honest Prices. Signed F. H. Stover.” 


**From Famous Factories’”’ 

“From Famous Factories’ reads still another. 
“Back in New England are communities that devote 
themselves almost exclusively to shoemaking. Whole 
families for generations have worked at the bench 
‘until today the world knows no finer craftsmen. 
Somehow old-fashioned ideals and standards of ex- 
cellence have been maintained. The owner of a 
shoe factory often knows all his workmen by their 
first names. He helps them and their families to a 
better appreciation of life and all that it can mean. 
And his workmen in turn transform the love and 
loyalty they have for their patron into the shoes they 
work upon. It is to these proud shoemakers that I 
turn for help. It is to these master craftsmen that I 
go to buy shoes for the men and women of Milwaukee. 
Always to the source—never to the middleman—the 
jobber, or the broker. It is upon this veritable 
Gibraltar of quality that I am building my business 
—the business of selling good shoes. An old-fashioned 
idea, perhaps, but nevertheless one that is sound 
through and through. Signed F. H. Stover.” 


Each Ad Contained a Well-Worded Message 


And so it followed throughout the entire campaign. 
Each advertisement, through the use of a well-executed 
and well-worded editorial, conveyed a complete and 
important message of store policy, price fixing, mer- 
chandising, or the like. The advertisements as a 
whole are distinctively different from the ordinary 
type of shoe advertising, and impress one as being the 
product of a store of individuality and refinement. 
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Each Ad Devoted to One Style of Shoe 


As stated previously, Mr. Stover is without question 
the largest user of newspaper advertising space of any 
retail shoe merchant in Milwaukee, and while the 
advertisements vary in size from 3 columns, 10 
inches, to 5 and 6 columns, 12 and 15 inches, rarely 
more than one style of shoe is featured in a single 
advertisement. Each ad is richly illustrated with a 
half-tone cut and original border scheme, which are 
especially drawn up and made for the Stover Store. 
Cost is no object, provided the desired richness and 
Stover individuality and style can be attained. 

The main set-up of each advertisement is no less 
elegant than any of its other parts. ““Where Beauty 
and Smart Appearance of the Apparel Is Considered 
We Invite Comparison.”” ‘Good -Taste and Good 
Judgment Combined in Stover Shoe®’ ‘Pretty 
Footwear That Grows in Your Favor.” ‘A Shoe 
That Gives Everything You Expect.” “Smart 
Boots That Represent Fashions’s Favorite Num- 
bers.”” These are only a few of messages that greet 
the reader of Stover advertising. 

It is also interesting to note that the word “Sale” 
finds no resting place in the Stover institution. 
Never in a single instance, in advertisements, in dis- 
play windows or within the store, has the word “‘sale’”’ 
been used, and never even do the salespeople of the 
institution convey the thought that the movement 
of a lot of merchandise might be called a sale. 





FRENCH LASTS NATIONALLY TABOO 
(Concluded from page 45) 
and never will be sold in quantity. Anything in new styles 
and shapes that cannot insure volume enough to justify 
equipment along safe lines should receive little or no con- 
sideration, Present shapes and styles are bringing big 
business. Why ‘Upset the Boat?” 


The A. E. Pitts Company 
By JOHN J. BAIRD 


A very few manufacturers and retail merchants desiring to 
introduce new fads to create business have started propaganda 
on the so-called French style-of short vamp and high heel, a 
most unsightly foot covering. Even the French women 
brand it as such and would be very glad to adopt our Ameri- 
can styles, and avail themselves of the opportunity whenever 
it is possible for them to do so. 

As an illustration, a young woman who lives in Paris is 
taking back with her from this store enough American shoes 
to last her eighteen months. She expresses herself as ab- 
horring the short, stubby, high-heeled French patterns. 


The Chisholm Boot Shops 
By A. C. LaROSE 


Answering for our particular shop and, to a certain extent, 
for our particular section of the country. I do not believe 
that there will be a very strong demand for the extreme 
French type of lasts, but do think that there will be, in fact 
there is now, a demand for vamps shorter than our present 
length vamps. 
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CCASIONALLY I find myself gripped with a desire to burst 
into plain speech to “Recorder” readers. I yearn to talk about 


matters that ordinarily—and properly, I suppose—escape our 


regular editorial handling. 
One of them is the business journal’s responsibility to its readers and 


other clients. 
It’s a big subject, easily overlooked in the mass of detail involved in 


getting out a constructive periodical. 
; cio cho ch 


Heaven pity the trade paper, no matter what field it occupies, that evades 
or compromises its clear duty to set before its readers nothing but genuine, 
‘honest, worth-while information and advice! 

I regularly see a multitude of contemporary business papers; it’s part of 
my job. In digging systematically through them I bump far too often against 


that smelly old reijic of dollars-and-cents greed labeled “Special Issue.” 


Special bunk! 
eo cho cho 





I am not attacking the occasional issuing of an edition that exploits, 
and should exploit, a really extraordinary event in its trade, such as the an- 
nouncement by official authorities of a coming season’s fashions or the herald- 


ing of a great business convention. 
Those matters, and full news of them, interest the readers, bring business 


and profits to the readers. They occur independently of any influence on the 


part of the publishers. They are real matters—not manufactured by jour- 


nalistic promoters for revenue only. 
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But publishers who in this day of civilized journalism still cling to the 
boot-strap method of lifting their advertising revenue through a monotonous 
frequency of malformed, emaciated, half-baked, wishy-washy so-called 
“special issues,” purporting to exploit things that are in reality without 
excusable importance in their industries—such publishers merely prostitute 


their profession and turn the spotlight onto their own fishy greediness. 
co co eho 


The “‘Recorder” cleaned that remnant of antediluvian trade-paper practice 
out of its system quite some time ago, along with the time-dishonored pastime 
of soliciting advertising on the “‘help-us-because-we-are-helping-you”’ basis. 

Whatever justification of those moss-covered methods may charitably be 
conceded to have lain in the habits—or vices—of their time, there is no shred 
of excuse for them today. The decent business publications have moved for- 
ward and left them to decay and pass odoriferously from our midst. 

Requiescant 1n pace, I'll say. 

cho cho eho 

But for today and tomorrow and next year and then some—clean jour- 
nalism! Why? Because you, the readers of trade magazines, are entitled to 
the best we can give you. 

Publishers have no right to make you busy men wade through pages of 
purposeless, artificially-created junk merely so that an avaricious publisher 
can pound his advertising customers over the head with a “special issue” sand- 


bag and get away with a few more unearned dollars. 


co cio cho 
I’m dead againt the “Special Smithville Number,” the “Middle-Antarctic 
Buyers’ Number,” and the “Semi-Annual So-and-So Number” game. 
It’s a little unfair to Smithville and the rest of the geography, when you 


come to think about it. 
To say nothing of its insult to the readers. 


Syut Ki 5 am 


Publisher Boot & Shoe Recorder. 
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Discussion from the Floor of Important Retail Shoe Problems 
at the 1920 National Convention, Boston, January 12-15 


Every retail shoe man who has attended either State 
or National Conventions is more or less familiar with 
the so-called Round Table Discussions. 

Dispensing of knowledge which comes from thorough 
discussion of important questions in the retail shoe 
trade is of vital importance. The means of doing this 
by Round Tables is not practical when the gathering is 
as large as an N. S. R. A. Convention. 

The impracticability of this was particularly noticed 
at St. Louis. The 1920 National Convention Committee 
has decided that the discussions shall be from the 
floor under the direction of a captain, who will present 
the subject, express his own views, and then request 
delegates to discuss it. After one subject has been 
thoroughly covered another captain will present his 
subject in like manner and so on until all topics are 
finished. 

By conducting the meeting according to this plan, 
you can readily see that the captain can speak to the 
entire audience and that each one who discusses the 
subject will also at the same time enlighten everyone. 

Any retailer, who has a big problem that he feels 
would be of interest to a large number of delegates, 
should send his subject to the headquarters of the 
Convention Committee. 

We hope that every retailer of shoes in the United 
States will decide to attend this convent‘on and get 
the wisdom that is possible to dispense in such a gath- 
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the club meeting pointed out that the annual con- 
vention was the one big topic for discussion for the 
assemblage. 

Plans laid in advance by C. E. Petot and H. L. 
Bowers, president and secretary, provided for the 


Delegation from _ Louisville 

To Go in Private Car to Boston 
The Louisville Retail Shoe Merchants’ Association 
plans to send a good delegation to the National 


Convention. 
At their meeting of November 11, a discussion was 


held in regard to having a private car to Boston. It 
is believed that about 20 men, including retail shoe 
merchants and allied trades, will be in attendance. 
From Cleveland 
C. E. Petot and H. L. Bowers Making Plans for 
Big Delegation 

The Northern Ohio Shoe and Leather Club met 
Wednesday evening, November 19, at the club rooms 
in Hotel Cleveland and Jaid plans for attending the 
annual convention of the N. S. R. A. ir Boston, 
January 12. 

Cleveland and Northern Ohio are both being 
worked systematically to get a big delegation from 
this territory for the convention. Prior to the 
gathering of the club, shoe travelers from Cleveland 
spread news about the convention, later the call for 


appointment of a special committee to obtain the 
names of all members of the industry planning to 
attend the convention. This committee also will 
make train reservations and co-operate with the 
Boston Hotel Committee regarding lodging accom- 
modations. Mr. Bowers said never have the mer- 
chants been so interested in a national gathering of 
their industry as at the present time. 


From New Orleans 
Fifteen Delegates Are to Make Trip to Boston 


New Orleans will send 15 delegates to the 1920 
National Shoe Retailers’ Association Convention. 
It is reported that the shoe merchants of New Orleans 
are going to make a fight for standardized styles in so 
far as their Spring and Summer buying of Fall goods 
may insure for them merchardise that will be popular 
for Fall. 
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English Shoe Display Ideas 


A Survey of the Good Things Noted in Shoe Merchandising 
Abroad 


HE white pasteboard boxes—an exeellent con- 
T trast to the black shoes—were tilted so that 
the part where the lid was removed faced the 
glass pane. One shoe was displayed inside each 
carton, the companion shoe being placed on top of 
the box. 
At T. Elliott & Sons 


T. Elliott & Son, Bayswater, London, cater to a 
very select clientele, so that the ordinary bargain 
sale methods would detract trade rather than attract 
it. The description of ‘““Lessened Price” is adopted 
rather than “Reduced Price” and the other terms 
that are so frequently used. 

The sale window that was devoted to the sale con- 
tained men’s shoes and boots on the floor, women’s 
pumps and oxfords on one half of the rear 
shelf, with the other half occupied by fancy high 
shoes. 

Lilley & Skinner, Hammersmith Branch, conveyed 
the idea that their feminine pumps were light and 
dainty by calling them— 

“Fairy Shoes 23/6 ($5.87). 
Buy Two Pairs.” 


Worth 30/ ($7.50). 


At the American Shoe Company 


The American Shoe Company, Bayswater, also 
have a high-class trade, and their side sale window, 
instead of being jammed with shoes of all descriptions 
on top of each other, was quietly represented by a 
single shelf. On the shelf were a few pairs of each 
kind of footwear, neatly arranged, with the prices 
indicated by conservative cards. The rest of the 
window presented a normal appearance as if there 
were no sale. It did not “shriek” at you, consequently 
the trim did not repel. 


At Kerridge’s, Camden Town 


Kerridge’s, Camden Town, London, lined their 
window with streamer decorations that were paneled 
after the order of a stage setting. In the middle 
where the curtains usually part was hung a shoe, with 
the price, thirty shillings ($7.50), indicated in large, 
red-checked lettering on white paper. From the 
ceiling at each side, suspended to the top of the paper 
streamers at each side, were two shoes. On each of 
the streamers were painted two-word descriptions of 
the merits of this sale line. The points called atten- 
tion to were—‘‘Wide Fitting,” “Good Wearing,” and 
“Highest Values.” 


Another Lilley & Skinner Store 


At one of the branches of Lilley & Skinner’s were 
bargain shoes dangling from white tape lines down the 
front of the window. 

Another medium employed by the same house was 
a window poster that announced: 

Nothing Venture, Nothing 
Have.” 


“Snap these Bargains. 


The Metropolitan Boot Company 


The Metropolitan Boot Company, Woolwich, 
London, endeavored to warn their customers in good 
time regarding higher prices by posting in their 
windows a cutting reproduced from an important 
daily newspaper that told of costlier footwear. Above 
the clipping was the excellent suggestion: 


“Buy your Boots While Cheap.” 


At Ledgard, Charing Cross Road 


Orange and Green are an excellent color combina- 
tion, a fact that Ledgard, Charing Cross Road, Lon- 
don, capitalized by flooring the window with orange 
crepe paper and tucking green satin to conceal the 
wooden shoe trees in which the shape of the shoes 
were preserved. 


At Randall’s, Cricklewood 


There are many ways in which the season of the 
year can be suggested at the psychological time, and 
Randall, Cricklewood, London, found one way by 
laying sprays of red Autumnal foliage at the foot of 
each shoe display pedestal. 


At Lilley & Skinner’s Again 
Lilley & Skinner, Cricklewood Branch, draped the 


shoe trees with green floral cretonne, with green 
tassels running from one shoe to another. 


At Randall’s, Brompton Road 


The window of Randall’s, Brompton Road, London, 
was enclosed at the rear with glass doors, partly 
draped with green cretonne, the part not so covered 
being covered with a crocodile skin. On the shelf in 
front crocodile leather shoes were arranged in artistic 
formation. 


The Window of Lewes, Hastings 


The window of Lewes, Hastings, Sussex, was 
floored with white paper, with narrow strips of black 
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WE EXTEND TO THE NATIONAL SHOE RETAILERS’ ASSOCIATION A MOST HEARTY AND COR- 
DIAL INVITATION TO HOLD ITS 1921 CONVENTION IN MILWAUKEE. 


Milwaukee is the home of scores of QUALITY FIRST shoe plants and famous tanneries whose diversified 
lines are known favorably the worid over. In Milwaukee, the members of the N. S. R. A. can view in the 
vats and in the making the best grades of leathers and every kind and class of shoes from the rugged service 
boot for laborers, miners and lumbermen to the finest and best and most stylish shoes for business and dress 
wear. 

Milwaukee is not only located near the center of our country’s population, but the Milwaukee Audi- 
torium (an ornate structure which costs $1,500,000) is the finest CONVENTION AND EXHIBITION BUILD- 
ING in the world. Covering an entire block in the heart of the city, and within walking distance of all lead- 
ing hotels, it comprises seven separate auditoriums under one roof, the smallest seating 300 and the largest 
10,000. Machinery Hall, in the same building, affords 46,000 square feet of floor space for exhibit purposes. 
This structure will enable the National Association to stage all of its meetings under one roof, on one floor, 


are ample and our hotel rates are just. 





and at the same time house the exhibits of the country’s manufacturers and tanners. 


We want the next Convention and should our invitation be accepted, we hereby pledge ourselves to make 
the 1921 Convention the most successful Convention in the history of the N. S. R. A. 


Yours for Milwaukee for 1921, 


MILWAUKEE RETAIL SHOE DEALERS’ ASSOCIATION. 

MILWAUKEE ASSOCIATION OF COMMERCE. 

MILWAUKEE SHOE MANUFACTURERS’ & TANNERS’ ASSOCIATION. 
MILWAUKEE SHOE SALES ASSOCIATION. 


Our hotel facilities 








paper laid at regular intervals apart. Shoes were dis- 
played on pedestals and on the floor space not taken 


up by the pedestals were laid such shoe accessories 
as buttonhooks, polishes, laces, buckles and polishing 
cloths. 
The London Boot Company 
The London Boot Company, Dorking, Surrey, dis- 
played their shoes on oak pedestals, but placed an 
oblong piece of china, about the size of the average 
shoe, where the sole of the shoe was laid. 


At Mansfield’s, New Bond Street 


Mansfields, New Bond Street, divided their window 
into three sections. In the first were men’s brown 
footwear; in the second section came women’s dance 
slippers in pink, white and yellow shades, with hosiery 
to correspond, draped around the base of each 
pedestal. In the third section came men’s black shoes. 
On the floor, scattered among the pedestals, were 
rubber heels, spats and buckles. The trim was 
draped at the rear with gray silk curtains. 


The Service Boot Company, Walworth 


The Service Boot Company, Walworth, London, 
advertise on the theatre screens and their copy is tied 
up accordingly. A recent announcement ran as 
follows: 


“Our Army Boots are in the Spotlight.” 
Henry Playfair, Limited 


Henry Playfair, Limited, Dartford, Kent, made 
their price tickets serve a two-fold purpose. At the 


top of each card is a three line sentence describing the 
store’s policy. Two excellent examples noted on a 
receut trip to this southern country town were as 
below: 

“Always the Best.” ‘‘Always the Cheapest.” 


Ip one of the windows of Jones & Greggs, Crickle- 
wood, was a card: 


“There is Quality. There is Style. Above all, there is 
Value.” 


The London Boot Company, Woolwich 


The London Boot Company, Woolwich, had a 
number of convincing window card suggestions to 
offer, from which the American retail shoe merchant 
may pick and choose to his heart’s content: 


“* Hefty Brogues for the Countryside.” 
‘For wear in the City.” 

“A style that compels Admiration.” 
‘Well Conceived. Thorough Finish.” 
“tA triumph of Shoecraft.” 

“Ease and Comfort.” 

“Essentially a Man’s Style.” 
“Footwear of Character.” 

“Ease and Refinement.” 


Football Boots Sell Well at This Season 


Football boots are sold in great numbers in the 
British Isles during the season that extends from 
September to May. One window of the Woolwich 
Branch was lined around the panes with red 
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and white paper to represent the football goal 
posts. 
At the Bromley Branch of Upson’s 

At the Bromley, Kent, Branch of Upson’s was a 
lithographed poster on the window depicting a foot- 
baller scoring a goal. The wording ran: 

“Football Boots of the Goal Scoring Type.” 

Lilley & Skinner, Paddington Branch, contented 
themselves with placing a row of football boots in 
front of the men’s footwear trim. 





“Follow-Up’’ Work 


Dr. Scholl’s National Demonstration Week, 
November 17-22 


“Follow-up” is one of the greatest expressions in 
the realm of merchandising. One effort seldom sells 
anything to anybody. It is the follow-up, the re- 
peated appeal from various angles that brings in 
business and makes it necessary to oil up the cash 
register frequently. 

Dr. Scholl’s Foot Comfort Week last June was a 
tremendous success. It attracted the attention of 
many thousands of foot sufferers, yet not enough to 
bring them into the shoe store as customers. These 
are the people who must be followed-up by an appeal 
from a different angle. Hence Dr. Scholl’s National 
Demonstration Week, November 17-22. 

The only requirement made was that each store 
should have at least one graduate practipedist, and to 
insure every merchant, who desired it, having a 
practipedist, the Scholl Manufacturing Company 
made arrangements with the American School of 
Practipedics to train salespeople without charge in 
preparation for National Demonstration Week, just 
closed. 

In addition to this, the week was ushered in by a 
big advertising campaign, calling attention to the fact 
that demonstrations were being held everywhere. 
Practically all the national magazines and business 
papers carried large announcements, and local news- 
papers featured the event from coast to coast. 





Group Insurance Plan 


Siegrist & Fraley, Buffalo, Install Another Wel- 
fare Feature for Employes 


Employes of the shoe section of Siegrist & Fraley’s 
department store, Buffalo, are sharing with others in a 
group insurance plan adopted by the firm. In con- 
nection with the policy, J. J. Siegrist, a member of the 
firm, said: 

“We have been contemplating this move for a long 
time and finally closed the deal with a reliable in- 
surance company to cover our entire force of 550 
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employes. Over $400,000 of insurance was needed to 
comsumate our plan.” 

Mr. Siegrist mapped out the ratio of insurance on 
this basis. A minimum of $500 to each employe who 
has been employed by the firm for six months, which is 
automatically increased each successive year as long as 
the employes remain with the firm. About 25 per 
cent of the organization have been with Siegrist & 
Fraley since the business was established 28 years. ago. 


Bonuses to Extent of $40,000 Distributed 

The firm has installed many welfare ideas in their 
two great East Side department stores. They in- 
clude an ideal lunch room, rest rooms and a first aid 
room with a matron in constant attendance. More 
than $40,000 in bonuses was distributed among the 
employes of the store last year. Sick and death bene- 
fits are provided through the employes’ mutual benefit 
association. Two weeks’ vacation is allowed to each 
regular employe. 

Mr. Siegrist says that this group insurance plan is 
only one of the many things the firm expects to do 
during the coming year for the welfare of the institu- 
tion. He added “employes when leaving our employ 
may continue their insurance without any health 
examination if they so desire.”’ 





A New Bootery 


Logan-Hayes Bootery Opens Shoe Store at 
Coffeyville, Kansas 

The Logan-Hayes Bootery of Coffeyville, Kansas, 
has opened one of the most up-to-date booteries in the 
State. It carries a line of women’s and children’s 
footwear exclusively. The store has been equipped 
with all of the latest devices, into the furnishing and 
windows. Manager Harry Hayes has incorporated 
many of his attractive ideas. 

Within the new store there are attractive settees 
and chairs for customers. The interior fixtures have 
been combined with the furniture to show good taste. 

The principal policy which will be pursued by 
Manager Hayes will be the handling of shoes of quality 
in all grades at the prices according to the values 
offered. 

G. H. Logan is the president and J. H. Stephens is 
the secretary and treasurer of this bootery. 


Sell More Blacking 


Sales of blacking, particularly the better grade, 
should show an increase. More black shoes are being 
worn than for a long time. The good looks of black 
shoes, of course, is largely dependent upon the way in 
which they are shined. 

A little note in the corner of the advertisement, or 
letter, would be timely if it made mention of the fact 
that good blacking, frequently used, keeps fine black 
shoes looking fine. 
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Salesman the Apex of the Merchandising 


Pyramid 


By H. M. RODGERS of Decatur, Ill. 


relation which exists between a 
store and the public it serves; 
or it may better be defined as the 
spirit rather than the act: the way 
you feel toward your customer, rather 
than the actual transaction with him; 
or the degree in which you 
lose yourself in your desire to 

benefit humanity. 
Directly or indirectly the 
shoe business renders serv- 
ice to one of the most sensitive, delicately con- 
structed members of the human body. Large num- 
bers have overworked, mistreated and neglected 
their feet as they have no other part of their anatomy, 
until today they require scientific care bordering on 
professional attention. Coupled with this condition, 
the merchant is handicapped by freakish models, 
made on lasts that are sure to work havoc to those 
who wear them. This increased demand for scientific 
shoe fitting calls for a corps of salesmen of ability, 

with leadership of the highest type. 


S ration may be defined as the 


The Store Should Have Personality 


It has long been my conviction that a successful 
business should be more than a mere store; it should 
be lifted above sordid commerce, given a personality. 
The shoe store should be a place where every employe 
can contribute a share, and from which he, in turn, 


can draw inspiration and help. Every customer 
should be treated as a friend and made to feel that 
the salesman is his personal representative. 


Training of Salesforce Important 


When a woman buys a pair of shoes in your store 
you may think the transaction closed, but it is not. 
She will have to live with that pair of shoes for some 
time. And if they are of poor material, improperly 
fitted, or if the circumstances surrounding the pur- 
chase were not what they should have been, she will 
be reminded of that fact every time she wears or sees 
the shoes. That being the fact, too much care cannot 
be given to the selection and training of your sales- 
people. 

You can well afford to spend considerable time and 
money in providing proper environment and instruc- 
tion for your salesforce. Attend every convention 
possible, subscribe for suitable magazines, make ex- 
tensive investigations in order to bring information to 


help them out of the rut of indifference; and to inspire 
them with lofty ambitions for higher achievements. 


Success of Store Depends on Success of Organ- 
ization 

Destroying habits, poor health and indifference to 
self-improvement means that you are “falling down” 
on the job of building your own success. The success 
of your store depends on the success of the organiza- 
tion as a whole. If just one salesman “‘weakens,”’ the 
strength of your whole organization is impaired. It 
is not the size of your organization that counts; it is 
the spirit of co-operation on the part of every mem- 
ber which will determine to what degree you will 
succeed. It is a wonderful inspiration to work with a 
company of men whose aims and ambitions are in 
harmony with your own. This being true, you can 
readily see how important it is to have the proper 
leadership to direct the energies of every member in 
the right direction. 


Courtesy Is the Lubricating Oil of Business 


The best machine in the world will not run without 
lubricating oil. So it is with your business organiza- 
tion. Brains and enthusiasm may furnish the motive 
power, loyalty may tune every part to harmony of 
effort, but courtesy is the oil which makes the wheels 
go round smoothly and prevents friction. 

Courtesy to customers of course—that goes with- 
out saying; but courtesy between employes is 
equally important. The really big executive is always 
courteous. He may be a driver, he may exert con- 
stant pressure to speed up every store activity, but he 
always has time for courtesy. Under such a leader, 
courtesy between subordinates follows naturally. It 
creates an atmosphere where work is a joy. It takes 
away the petty irritations that retard progress. It 
smoothes the hard places and makes for business 
efficiency. It is hard for any business to rise above its 
employes, regardless of the aims and ambitions of its 
owners. So if you would render the best service to 
your customers, it is quite essential that you render 
the best service possible to your employes. 

If you would win the store salesman to your cause 
first convince him that you are his true friend. 
Therein is the drop of honey that catches his heart; it 
is the greatest highroad to his reason. When you 
once gain access to his heart you will find but little 
trouble in convincing him of the justice of your cause, 
if, indeed, your cause be really a just one. On the 
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other hand, assume to dictate and he will retreat 
within himself, close all the avenues to his head and 
heart, and, though your cause be naked truth itself, 
transformed to the heaviest lance, and though you 
throw it with more than herculean force and precision, 
you will be no more able to pierce him than you will 
penetrate an armor plate with an airgun. Such is 
man and so must he be understood by those who 
would lead him, even to his own interests. Don’t let 
your salesforce get the idea that the boss is driving; 
and so, to get even, sidestep every little thing that 
they don’t really have to do, but which would be 
better if they would do. Pull together in your own 
particular store organization, whether that organiza- 
tion is merely yourself and one salesman, or a big 
house staff with a score or more salesmen. The intel- 
ligent employer realizes that he cannot achieve suc- 
cess of any consequence without developing in every 
way the abilities of every person in his employ. 


The Salesman the Apex of Merchandising 


The salesman is, as it were, the very apex of the 
great pyramid of merchandising. Therefore, don’t 
allow any of your salesforce to become so narrow, or 
their interests so petty that they can only see a day’s 
pay for a day’s work. They owe themselves and their 
families more than that, and you cannot afford to 
keep any person who is so stupid that he fails to catch 
a glimpse of the wonderful opportunities for service 
that the shoe business offers. I would suggest that 
you interest your salesmen in some profit-sharing plan 
in order to get the best results from their efforts. 
Don’t let them feel that they are hired for so much 
per week. Try to have them realize that they and 
their families are a part of the organization and that 
each member is responsible for its success. I would 
also like to hint to you that your salesman’s wife and 
baby are just as dear to him as yours is to you. He 
gets just as much pleasure in providing nice clothes, a 
good home and wholesome entertainment for them as 
you do for yours. If he is kept on a mere pittance of a 
salary—not sufficient to meet the demands of society 
and for the education of his children—he cannot give 
the best service for you. Pay him a salary so that he 
and his family can look prosperous, and see how soon 
he will brace up and put “pep” into his work. If he 
furnishes the service that makes you money, surely he 
is entitled to some of the profits. 


Good Salesmanship Superseded by Good Think- 
ing 

Good salesmanship or store service is always super- 
seded by good thinking. Good thoughts will mould 
features better than cosmetics. Character has its 
roots in wholesome thinking and high ideas; its 
growth consists in developing these mental states into 
action. 
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A Constant Study of New Methods Necessary 


It doesn’t matter how successful you have been in 


‘the past if you fail to appreciate the importance of 


improved methods, and do-not keep constantly study- 
ing, you will soon be a backnumber. The doctor who 
has spent six or eight years in learning his profession 
realizes that if he wants to hold his practice and be 
recognized as an up-to-date physician, he must study. 
The lawyer must constantly buy law books or he 
becomes a “‘has been,”’ so if we wish to be classed as 
merchants, we must keep studying the new methods 
or we will soon find that we will not be classed as 
merchants, but only store keepers. 

There is always a chance for improvement as long 
as you have faith in yourself. Improve your person- 





What Is Your Largest Single 
Sale? 


Niagara Falls, New York—A. F. Leuthe’s 
Boot Shop—Four pairs men’s tan work 
shoes at $7.50 per pair, four pairs women’s 
9E at $5.95, five pairs growing girls’ shoes 
at $5.50, three pairs boys’ shoes at $4.95, 
four pairs misses’ shoes at $3.48, total 
$110.07, sold to an Italian who was taking 
them home to Italy. 


Our Biggest One 


Somersworth, N. H.—J. W. Bates & Co. 
—Sale made by Henry Wentworth, selling 
shoes for this firm for 48 years. Amount 
$109— merchandise consisted of growing 
girls’, misses’ and children’s shoes, 25 
pairs in all. 











ality by good thoughts, thereby improving your store 


service. 
Don’t Be a Grouch 


Play the game for the pleasure you can get out of it. 
There is just as much pleasure and satisfaction in 
selling a hard-to-please customer as there is in playing 
golf, tennis or watching a big league ball game— 
providing you play the shoe game to win and for the 
benefit of suffering humanity. 


Raise the Standard of Service 


There is no danger of our becoming conceited as 
long as we keep raising our standard of service. It is 
only natural that we should feel proud over the 
progress that we have and are making, but if we are 
to give our customers the best possible service we 
must necessarily keep raising our standards. An 
achievement which was praiseworthy last year hardly 






































_ 








= eee Ps 









Sass 








aia 





Reet tan caeet ne 









mcaaigdeuad 
















re reo ees 























BOOT AND SHOE RECORDER Nov. 22, 1919 


The-E & M Shoe of Quality 


One of the Money Makers 


STYLE 4094 


DESIREE TURN TIE 


IN BLACK SUEDE 
FULL LOUIS COVERED HEEL 


ON OUR NEW NO. 77 LAST 


EMERY & MARSHALL CO. 
HAVERHILL, MASS. 


CHARLES L. MARKS J. B. LAUGHLIN WARREN H. TUCKER LARRIE H. SASS 
Eastern City Trade and Throughout the Middle West In N On the Pacific Coast 


ew England 
Southern Territory with Office at 183 Essex St., Boston 
New York 


1008 Marbridge Building 
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attracts our attention today. We have automatically 
advanced our standards so that we expect more and 
‘more of ourselves as time moves on. The tests of 
business life are now harder than ever before, but the 
rewards are greater in- proportion. 
Success is sold in the open market; you can buy it, 
anyone can buy it who is willing to pay the price. 
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We cannot attain the greatest success without en- 
countering and overcoming difficulties. 

There is no higher wisdom than to keep raising your 
standard of service. If you wish to know to what 
degree you will succeed, figure out how much you are 
willing to give in real service. If you attend to your 
part, the “giving,”’ the getting will take care of itself. 


The “Millerites” 


N idea that is rapidly gaining prominence in 
every sort of industry is the organization of 
employes into some sort of an association for 
social welfare purposes. 

Employers are coming to recognize the fact that 
an employe who is 
happy, contented 
and wears a smile 
is more efficient and 
accomplishes more 
good for the institu- 
tion than the em- 
ploye who has no 
interest in anybody 
but himself, and who 
is sad and gloomy. 

Another principle 
of human nature to 
which the managers 
of big enterprises 
are today lending 
considerable 
thought is the dis- 
position of each per- 
son in the employ 
of the concern to 
express his thoughts 
either in criticism 
or commendation of of the employes were present. 
the policy of the 
concern; to weigh 
these criticisms and commendations and _bet- 
ter the service of the institution by acting 
thereon. 

If an expression of opinion of all the employes of an 
institution can be obtained on some particular feature 
of that institution’s service, whether it be criticism 
or commendation, and the great overwhelming 
majority agrees on any given point, it is pretty safe 
for the manager of that institution to accept that 
majority opinion. 

Such were the dominating thoughts in the mind 
of M. A. Middleman, manager of the I. Miller Store, 
Chicago, and his assistants when they encouraged the 


This Employes’ Organization Adds to the Store Efficiency 





The first Fall meeting of the ‘“Millerites’—the employes’ organization of 
the I. Miller Shoe Store, State and Monroe Streets, Chicago. Over 50 
The newly elected president of the 
“*Millerites” is Klawans, the head “‘stock man’”’ 


employes to organize ““The Millerites.”” This organ- 
ization is composed of the employes of the I. Miller 
Store. All the officers are elected from the em- 
ployes and the store management’ has little to 
say about the activities of the association. 

At the regular 
monthly meetings 
time is given to the 
discussion of mat- 
ters that affect both 
the store and the 
employes. The 
management of the 
store attend the 
meeting, mingle 
with the employes 
on an equal basis 
and take- part in 
the discussions. 
Store problems re- 
lating not only to 
employes but mer- 
chandising policies, 
advertising and 
other matters are 
discussed. A lunch- 
eon or dinner is 
usually provided by 
the firm, as well as 
some sort of enter- 
tainment. 

“ At a recent meeting it was found that several 
entertainers who had had stage experience were among 
the employes. 

This firm believes that its success depends ab- 
solutely upon the enthusiasm and loyalty of the 
salesforce and other employes of the store; and 
that the success of the employes depends upon the 
loyalty and sincerity of the firm toward the employes. 

The fact that the business is growing and prosper- 
ous is pretty good evidence that the first principle 
is right. The fact that the labor turnover in this store 
is exceedingly small is pretty good proof that the 
latter principle is also right. 
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This isa 
message 
of hope! 


The greatest plague with which 
the human race is afflicted today 
is tuberculosis. According to 
figures of the National Tubercu- 
losis Association, it claims yearly 
more than 150,000 lives, and there 
are over a million sufferers from 
this disease in the United States 
today. 



































In an effort to combat this menace, the National Tuberculosis Association and 
its 1,000 affiliated state and local organizations have joined in a nation-wide 
crusade. 

There is a cure for tuberculosis. It lies not in medicine nor drugs, but chiefly 
in sunlight, fresh air, rest, nourishing food under medical supervision and freedom 
from worry. 
These factors in health restoration are best obtained in a sanatorium. In order 
to obtain facilities enough to carry on the work, the National Association is 


seeking to raise $6,500,000, chiefly through the sale of Red Cross Christmas Seals. 


JOIN THIS LIFE-SAVING CRUSADE—FIGHT THE WHITE PLAGUE— 
USE RED CROSS CHRISTMAS SEALS! 
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NATIONAL TUBERCULOSIS ASSOCIATION re 


381 FOURTH AVENUE NEW YORK CITY 


















































ny 


ra 

















BUILD YOUR BUSINESS |2 
a | ON QUALITY 


HE foundation of a successful Children’s Shoe 
Department should be nothing less than Qual- 
ity. Your Juvenile business built up on this 

factor is bound to havea steady, profitable increase— 
and it will have a direct connection with your other 
departments, the significance of which no merchant 
should overlook. 




















| 
















K-Z shoes are a thorough quality line. In style, finish and materials K-Z shoes rep- 
resent high development. The line is designed to give extreme wear and to sell easily. 
Although the quality of K-Z shoes is of the highest kind, the prices are popular—thus 
offering a combination that will build up business for their shoe merchants. 


A salesman is now in your territory showing the complete line: A card from you will 
bring our local man with full samples. 





Write us today. 


KALT-ZIMMERS MANUFACTURING CO. 


MILWAUKEE WISCONSIN 
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We Specialize in 


Rochester Made Welts 


Feed Your Trade on Them 
UNDER $7.50 Pricep 


All Over Mat Kid Boot. High 
Leather Louis Heel. Extra 
Light Welt. 

Made in Rochester 


A—4 to 614 
SS B—3 to 7 
No. 8312 - C—2\% to 7 
, D—3to8 — 


» Ai be The L. B. Schindler Shoe Co. 
N WAY thing TTL- 99 Duane St., New York, N. Y. 


““Snappy Styles Always in Stock” 
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DIRECTORY 
OF 


Wholesale Shoe Dealers, 
Our 1919 Window Card Wholesale F indings, 
Department 

Stores 
An unusual line of Part I—Shoe Wholesalers 


l 9 Sh 2 oy ae renee — —- ~—_ gy of 
Bo rms handling gene nes, specialty lines, job lots, 
stap e€ ys oes commission manufacturing agents, etc. 


f or the Be st trade Part II—Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 


Supplies and Leather. 


Part I1I—Department Stores 


A list of Department Stores selling shoes, including 
the Large General Stores. 


FEDERAL SHOE CO. SS ieee 


Three parts bound in flexible red leather to fit vest 
MANUFACTURERS pocket. About 200 pages. Price $2.00 postpaid. 


LOWELL, MASS. American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 
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ACE CALF 


Color No. 75 














A smooth finish Ruby Red 
—the accepted Fall style— 





Also tn boarded finish if desired 








J. S. Barnet & Sons, Inc. 


Tanneries at Salesrooms 


Lynn, Mass., U. S. A. 75 South St. Boston, Mass., U.S.A. 
NEW YORK OFFICE, 154 NASSAU STREET 


CABLE ADDRESS: ‘““TENRAB” 











i MMMM MMMM eMMMUenMeninmiineniiiieiiinontttttiet tires tie iT 





Can be nailed or 
stitched on—and 
easily either way. 


The wear goes 
against the grain 


N ORDER that a paving block may stand constant 

impact the wood is cut so that the wear comes on 

the ends of the fibre instead of the length. It is just 
so with Firestone Fabric Soles. 


The fibres of the fabric, like the ends of the wood, are 
set to take the wear where they can stand it best— 
across the grain. 





This sole gives many times the life of rubber or 
leather, with comfort and flexibility. It is skid-proof 
and a non-conductor of heat or cold. 


All these advantages you insure your trade—to the 
profit of all concerned. Write for information, 


FIRESTONE TIRE & RUBBER CO, 
Firestone Park Akron, Ohio 


Firestone 


Fabric Soles 
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ig” ignores Kid will give your customers appearance, 
comfort and service equal to that of genuine glazed 
kid at lower cost. 


And moreover—NOVILLA KID will not scuff. Specify 
““NOVILLA” and make more sales. 


CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN - - - - NEW JERSEY 
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2 Pg A FULL STOCK MEANS A FULL 
|uzentor Ag POCKET BOOK —No Lost Sales 
Shoe i. olishes You can meet your customers’ demands for 


QUALITY VARIETY anything wanted in the line of shoe polishes, 
dyes, and dressings by. specializing on Whitte- 
more’s. Even the dressings for Gold and Silver 
slippers can regularly. be had. Special prepara- 
tions’ for keeping all nappy leather shoes in 
trim condition are attractively put up in sifter 
top cans. 


NOBBY BROWN COM- 
BINATION—An old stand- 
by for cleaning and polish- 
ing all shades of brown 
shoes. The leader for 
years. You can also get 
this combination package 
for Red or Oxblood and 
in both sizes. 


“ELITE” ae 
__ For cleaning and polish- DS fa BOSTONIAN CREAM—The ideal cleaner 
ing all kinds of BLACK *- for kid and calf. You'll need a good stock of 
shoes. A liquid for clean- [i ” CALF the brown glazed kid and mahogany calf—also 
ing and a paste for polishing. ppileerneset =ATHERS the cordo tan for cordovan leather. 





In addition to the Attention is directed 
h & our Plush Pry pe 
t 7 r omes attractively 
ree big sellers mate qt tenetively 
ustrated. Bi 


shown here we can | “provers palm =e = Whittemore Bros. Corp., Boston, Mass. 


supplyan “Oil polishing brush. Stands 


d hard 3 ma 
Paste,”’ black or tan Will not mat down or Ask Your Jobber’s Salesman or Write Us for Complete Catalog 
become scratchy as with 
the old wool brush. 


























“HUBTIP™” 8° METAL TP” SHOE LACES 


= “<i PAT. OCT. 15 1304 
“T RERE is no metal im the tips cf “HUBTIP” Shoe Laces consequently, they 
remiain aiways a permanent wbiack . Never Ship. 
Made of fast color raid, will wear twice as fons as ordinary laces 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Hr od P 93.76 ) 4 gpk or — 98.95 
27 in. per gro. Strings .. . .$2.20 in. per gro. Strings.... . $2. 45 in. per gro. Strings .... $3. 
30 * Be rr) “ ses 2.40 40 “ “66 Oe .. 54 “* so“ ed ... 8.68 
Mom's 05 in- Por gro. Strings. ..4.05] |G ASSORTMENT CABINET |D ASSORTMENT CABINET 

. 36 . 6 > in 
F ASSORTMENT CABINET| 34 PT 36 12 
48 pair 36 in ; 12 
24 45 A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in. 





ORDER A TRIAL CABINET 
36 pair 36 in...... 18 "| COUNTER DISPLAY EASEL 


Chicago, U.S. A. 





I 
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| oe) Lhe Onginal 
Bee Full Grain Black 
Glazed Horse 


Strong as Horse 
Soft as Kid 


Pleases the wearer 
Profits the Retailer 











Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 


B. D. Ejsendrath Tanning Co. 


Tannery 


Chicago RACINE Boston 
130N.WellsSt. WISCONSIN 195 South St. 
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- Continuity of Success in 
Business 1s 
Absolutely Essential 











“Onyx” 


Reg V5. Pat. orriee 


insures the continuity of success for 
your Hosiery Department. The 
public patronizes faithfully the mer- 
chant who offers goods of untram- 
meled quality. 














_ Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Butlding 





210 Pearl Street, Mutual Life Bldg. 
Buffalo, N. Y. 
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"GREGORY & READ CON 


HIGHEST GRADE MCKAY 
FGDTWEAR FOR WOMEN 


REGORY & READ 

Shoes are designed 
with a thorough knowledge 
of the requirements of the 
trade. The finished prod- 
uct shows in every detail 
the care that is insisted 
upon in every department 
of manufacture. 


Name of your nearest Gregory & 
Read wholesale distributor 
will be sent on request 


GREGORY and READ CO. 
LYNN, MASSACHUSETTS 
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LINING SPLITS 


Whole Kip Splits Especially Adapted 
for 


Oxford Quarter Linings 


GRAY 
PEARL 
WHITE 
NATURAL 
CHOCOLATE 


Close Fine Nap — Uniform Color — Even 
Weight 


Northwestern Leather Company 


14 SOUTH STREET, 
BOSTON, MASS.. 


























yy if 
VA E 



































































































































ae: 


: fees ~ es 
Ge Sakae / ite SINE. 





PUNAVOTUAVTN TET 


| 





ITIVVSUNVUSUTOULTUOCVUUEUCVUUUTU CEASE TTT TTT 


Whaat. 


| 


Hii 


\ 


\ 
\ 


= m 

















| 
| 
| 





>) 


Mil 








70 








BOOT AND SHOE RECORDER Nov. 22, 1919 





\ Aan “WV V ened 
aL SY aa SRE 





a 


PROGRESSIVE AND BENEFICIAL STEP 
We feel that your guaranteed weight stamped 
on linings is a progressive and beneficial step 
toward safeguarding the shoe manufacturers. 
You have put into practise a system which has 
always received our heartiest support. 
THOMAS G. PLANT COMPANY. 


SPLENDID THING TO DO 

In regard to the guaranteed weight of cotton 
goods, we certainly feel that it is a splendid 
thing to do, and we certainly want to com- 
mend you in taking this stand, because we 
believe that it is the proper thing to standardize 
weights, so that when you buy an article, you 
will know whether you are getting what you 
pay for or not. 


WITHERELL & DOBBINS CO. 


GREAT PROTECTION TO OUR TRADE 
We are very pleased to tell you of the great 
benefit it has been to us in having you stamp 
the weight guarantee on all the shoe linings we 
have bought from your house. We feel this is 
a great benefit to us, and a great protection to 


our trade. 
ALLEN-FOSTER-BRIDGEO CO. 


allman 


GUARANTEED WEIGHT 


SHOE LININGS 


ALLMAN Guaranteed Weight Linings protect 
both retailer and manufacturer from uncertainty 
as to the service of linings in their shoes. 


s in 


These accompanying testimonials are but a few received 
from many prominent shoe manufacturers. 


Kallman Linings are plainly stamped with their guaran- 
teed weight. 


Every piece is carefully wrapped in paper to protect 
from dirt and to keep the goods mellow. 


Your shoe manufacturer will be glad to have you specify 
their use. 


Julius Kallman Co, 
63-65 South Street 
Boston, Massachusetts. 7 
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B Yor BOYS 

























_ WEST VIRGINIA 








No. 1207— Brown Elk 9-inch Top, 
Munson Last, Boy’s Sizes 244 to 544; 
Youth’s 12} to 2. 














No. 1208—Same in Smoked Elk. 





L 





: Boys’ Heavy Shoes — * 
| Made in Goodyear Welt | 
7 Bull Pup by Name and by Nature [jf 
U STRONG—PERSISTENT ; 
= 
In Stock l 
= All BULL PUP numbers have double ff 
- oak soles and grain leather insoles with 
u viscolized chrome liners that keep the feet = 
n dry. 
U Ask for Catalog and Prices : 
— 
l GRAHAM - BUMGARNER {I 
COMPANY | 
ut ‘“‘Pioneer Shoe “ 
fl Manufacturers” | 
l PARKERSBURG © 
| | 
j 
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GALLUN QUALITY 


Four Staunch Leathers 
For the Spring of 1920 





AZTEC 
CALF 


ZTEC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 





NORWEGIAN 
VEALS 


O- of Gallun’s specialty leathers— 
a heavy, rugged, high-grade leath- 
er that is the first choice of high-grade 
manufacturers for the popular brogue 
shoe. Norwegian Veals are suitable 
for both men’s and women’s shoes and 
are produced in two colors and black. 


VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade 
shoe. Viking Calf is favorably known 
and universally used by discriminating 
shoe manufacturers. It takes a bril- 
liant polish and is offered for the coming 
season in five colors and black. 
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A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 





11 EAST STREET, BOSTON, MASS. | 


























HOE manufacturers and shoe 
retailers would find it impos- 
sible, or very poor business, to 
guarantee absolutely a leather-soled 
shoe. 


Such a: guarantee would be a hit- 
and-miss affair, at best, for the 
quality of leather is too variable 
these days to afford strictly uniform 
service. 


There 1s one shoe bottom, how- 
ever, that is invariable in quality 
and so long-wearing that it can 
be guaranteed without the least 
fear of unfavorable consequences. 


And it is guaranteed. 


ILL the maker of any shoe bottom, other than 
the Neolin Sole, guarantee his product to out- 
wear any other shoe bottom that you can buy? 









THE GoopyEArR Tire & RuBBER COMPANY 
Offices Throughout the World 


If you are not thoroughly familiar with the new direct guar- 





That shoe bottom is the Ne@dlin 
Sole, already adopted by 154 of the 
leading shoe manufacturers on 
more than 500 different styles of 
service shoes. 


If the guaranteed Nedlin Soles on 
these shoes fail to give longer wear 
than the leather soles to which the 
buyer is accustomed, or if they 
crack or rip at the stitches, a new 
pair of Nedlin Soles will be applied 
without charge. 


Such a guarantee would be im- 
possible were not Nedlin Soles 
better than leather soles, longer 
wearing, uniform in their superior 
quality, and correctly applied. 





antee on Nedlin Soles, write to us at Akron for our booklet— 
ee wae . 
Ne@dlin Sole Guarantee and How it Operates.” 


Goodyear Wingfoot Heels are the walking mates of guar- 
anteed Nedlin Soles. They also are guaranteed—-to outlast 


all other heels, rubber or leather. 


And they’re so dependable 


that only one pair in 352,000 is returned for adjustment. 


Nedlin Soles 
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KEITH’S KONQUEROR 


SHOES FOR MEN AND WOMEN 
PLEASE THE HARD TO PLEASE 


Fine styles and 
great values make 
up our stock line. 


Ask for catalogue of ready to ship shoes. 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 











eT eM eter Tenet ©] 


SPATS 
Ready-T o-Ship! 


IN KERSEY, BUCK- 
CLOTH, FELT, MOIRES 
and SATINS. 





Rent an ELLIOTT 














Maintenance 
Service is the 
result of years of 
experience. 

It will fit your 
needs best. 


Or Every 

If you advance 
prefer made in 

to own a Button 
Machine Attaching 
Buy an Machines 


ELLIOTT is in the 
ELLIOTT 


COLORS: Castor, fawn, 
brown, pearl, gray and 
black. PRICES up to 
$30.00 per dozen. 


eT ete TTT Tee TTT eT o| 


WE MAKE DELIVER- 
IES, NOT PROMISES =a 





Ask Your Jobber for 
The Elliott Plan 
or write us. 


THE SIMON HALPERIN CO. 


121 W. 17th Street, New York 





ELLIOTT MACHINE CO. ~~ Grand Rapids, Mich. 
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SCIENTIFIC 


SHOES & STOCKINGS | 


is the name of a new SERVICE in FOOTWEAR FOR CHILDREN 


Durability, Comfort, Style and Safety 


are the distinguishing characteristics which the buying public has come to 
know, appreciate and demand. 


You know the shoes—an excellent line of over 300 styles of TURNS and WELTS, 
manufactured in Brooklyn by DR. A. POSNER, SHOES, Inc., during the past 
thirty years. 
































NOW LEARN ABOUT THIS EXCELLENT 
LINE OF HOSIERY — 


“as good as the shoes and completing the 
_ service they render” 













This is a Picture of the New 
Children’s Hosiery Department 






It is compact, attractive and easily handled. 
_ It contains a complete assortment of the best 
sellers in Infants’ and Children’s Hosiery. 








You.can establish this new department for a 
very small investment and increase your busi- 
ness and your profits. 








WRITE NOW FOR DETAILS 
OF THIS UNUSUAL OFFER 


DR. A. POSNER, SHOES, Ine. 


140 West Broadway 
NEW YORK CITY 


Factory : Roebling and Hope Streets, Brooklyn, N. Y. 













” "Trade. Mark 





Trade Mark 
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THE BEST LEATHER 
FOR WINTER WEA R— 


Wet feet are apt to be dangerous and the Winter 
months demand exceptional qualities in footwear. 


A|| MONARCH OF THE OAKS 
€i SOLE LEATHER 


x Be Pi 
Ds Will Resist Water Better than 


vil “ 
Any Other Leather 


It will wear longer,and is more economical in the long 
run. 
It brings your customers back for more. Put up in 


Sides Backs Bends 
Jumbos Toplifts Strips 








KULLMAN), SALZ & CO. 


Tanners of Real Leather 


82Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
New York. San F, i Chicag 
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Perfection Lines 
of 
Overgaiters 


The experience of over 30 years manufacturing Over- 
gaiters surely qualifies us to serve the best trade. Our 
lines are sold by the best dealers from Atlantic to 
Pacific in both United States and Canada. A trial will 
convince the most skeptical. We can meet your re- 
quirements in all styles and grades. 











WINOOSKI, 


Perfection Overgaiter Co., vermoni 
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GUARANTEED 
FOR 75 DAYS 


Quick-selling TRED-LITE STEP- 
PERS are the shoes you want for 
YOUR children’s trade. They 
have extra weight chrome soles; 
> the kind that withstand the hard- 
Sade. “ieee ~ est kind of wear. These soles are 
. guaranteed for 75 days. This is a 
; guarantee that : 
meee {Be your customers : Y , 
will appreciate. a, * 
Order TRED-LITE STEPPERS today. 


TRED-LITE SLIPPERS 


BUY NOW AT THESE PRICES! 









me 







Dark Brown Button Black Button 
793—5-8, spring heel....... $2.25 805—5-38, spring heel....... $2.25 
794—8 14-11, spring heel.... 2.50 806—814-11, spring heel .... 2.50 


795—1114-2, medium heel.. 2.75 807—1114-2, medium heel.. 2.75 
Dark Brown Blucher Black Blucher 





COMPLETE STOCK READY 
Your Order Will be Shipped Immediately 


Don’t overlook these great 
trade—builders—order today! 





208 W.LAKE ST. 
CHICAGO 























































Buyers’ Easy Reterence thi 


“hose totally dj ifferent shoes ’ 


Women’s 


Brogue Oxfords | 
IN STOCK } 


Stock No. eg ng Vogel’s Russia 
Calf Br Goodyear Welt, 12-8 inch 
Military ~% Heavily Perforated. ber 
AtoD. Pri $7. 
Stock No. 5555—Same as above 
Ptister & TA sete Black Calf. Wiavhs 
pe 2 Fer ae $7.0 


BLUESTEIN BROS. 
173 Summer St.., Boston, Mass. 
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BLACKS $1.50 
TANS $1.60 
$1.75 


ss % 10 days. 
Immediate delivery. 
Satisfaction guaranteed. 
Send in your orders. 


THE BAKER SHOE CoO. 


280 River St., Haverhill, Mass. 
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A reputation has been 

made for our American 

Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to obtain one, but by un- 
varying standards of manu 
facture it can be done. We 
keep quality high. 


Expert attention to 
export trade 




















IN STOCK 


on the floor ready to ship 


FINEST QUALITY WELTS 


No. 1052 (Made by Cotter Shoe Com- 
pany) Patent Vamp, Mat Kid Top, 
eather Louis Heel, A-D $5.75 


No. 1561 (Made by P. J. Harney Shoe 
Company) Brown Calf, Plain bys 
Leather Louis Heel, AA-D $8.0 
Same in Military Heel. 


EIGNER SHOE COMPANY 





173 Summer St., BOSTON 
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‘Welt Footwear 
Sor Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 




















Better than real 
porpoise laces 
Look like leather, but stronger and wear 
longer. Uniformly woven throughout—no 


weak spots. 
Ask your jobber 
We'll send samples upon request 


The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabrice Tip Shoe Laces 


Opp, is &- 
0 TF rE SHOE L X 
OISET] 


Ready to Ship Today 


Made of warm comfy eiderdown in Blue, Pink, Gray and Tan. Packed 
in dainty gift cartons. Sizes 3-10. $5.50 per doz. pairs. Send your 
order for 3, 5, or 10 dozen assorted. Weship on the day order is received. 


A. H. Martin Co. - Rochester, N. Y. 
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Coburn 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 


Get eatimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 
Catalogue on request. 
Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. ij 
SULDOUOUGUOUGEOUOUEESEGEOUOUOUOGEECUI 





ir 


iii iiiiiiiiiiiiiiiy| 








Nov. 22, 1919 BOOT AND SHOE RECORDER 


Fred a Leather Company 


Fond du Lac, Wisconsin 





. REG.U.S. PAT. OFF 


Calf, Veals and Side Upper Leathers in 
Black and Colors, Smooth and Boarded. 
The quality leather produced by Rueping 
does not ‘‘Just Happen’”’ and is not 
“Luck.” Our process is the result of 


over sixty years tanning experience and 
assures you of leather of good strength, 
mellow feel, fine tight break and eco- 


nomical cutting qualities 


— BRANCHES — 
Milwaukee St. Louis 
Montreal 
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Cho i 
am Goodyear Welt 
Nature Shaped Shoes for Children 
"IN STOCK STYLES 


No. 2039 


Boudoirs and Felts | i | Gun Metal Polish 


“ Wearproof” 
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* } Linings 
In Stock Now . IN-STOCK 


5-8 3.15 
81-211 3.60 
111-22 4.25 


ee! 
1. 
ne. 


Fr. 


All Styles and 
All Leathers 


IN-STOCK 


CHIPMAN HARWOOD CO. 
564 Atlantic Ave. 
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7540—Quilted Satin Boudoirs, Silk Pom Pom 
Ornament. Colors: Black, Lavender, Pink, 
Lt. Blue and Rose. 


1710—Black Cab. Boudoirs. Price 


= 
2: 














ey 
nn 


ES 


- > 








(4¢. 
Cr 


ri 
3 
Se 
a4 
Sy 


OS SAG: 
PAO EN 


moun! & {= a “WR et 
ee - at ; 


‘=. 
— 


ee 




















903-906—Felt Ribbon Trimmed Mocassin, Soft 
Padded Chrome Sole. Colors: Lavender, Rose, 
Lt. Blue, Sapphire Blue, Orchid, Plum, Taupe, 
Purple, Blue, Green, Oxford, Brown and Wine. 


“She 


Notice that the support 
is BUILT INTO the shoe 


The STEINBRECHER Arch Support is unlike 
any other support on the market because it’s built 
into the shoe. It absolutely prevents broken arches 
and tired feet. 

Supply your trade with STEINBRECHER Arch 
Supports—your repair department can place them 
in any make or model of shoe, new or old, in a very 
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Whitney - Roth Shoe 
Compan 
Footwear ‘Speciultios 
1251 West Sixth Street 

Cleveland Ohio 
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short time, and without changing the appearancefof 
the shoe. , 

Twelve of the best shoe manufacturers are now 
making samples with the STEINBRECHER 
ARCH SUPPORT. This support costs but a 
trifle more than the weak shank piece usual in shoes. 
Write for peti and prices on the Arch Sup- 
ports and Steinbrecher Arch Supporting Shoes. 


The Steinbrecher Manufacturing Co. 
1311 North Clark St., Chicago, III. 
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Many a Retail Merchant 
Has Been Supplied With 


TRADE MARK 





Spats 


Their satisfaction has been proven by the duplica- 
tion of orders we received. 


Our stock is complete on number illustrated here in 
colors of fawn, taupe, castor, brown, pearl and 
black, at $16.50 per dozen, less 3 per cent 10 days, 
packed in individual boxes, sizes 13 to 7, inclusive. 


Take note of the unseen reinforced buckle and strap. 


We will gladly make other styles and grades on 
order. 


FEDERAL OVERGAITER CO. 
16 E. pone aan FEATURING 
NEW YORK | GAITER 


NO. 125 
Exclusive Makers of Fox 2-Ply Shoe Tongue Pads 
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For “At Once” and “Future” 











2733—Mahogany Barefoot 
5-8 84-11 114-2 2%-6 
$1.50 $1.65 $1.85 $2.40 





BLACK, TAN AND SMOKE BLUCHERS, BUTTONS, OXFORDS, 
MARY JANES AND SANDALS 





40—Men’s Tan Kid Romeo 
41—Men’s Black Kid Romeo 








Hagerstown Shoe & Legging Co., 


Hagerstown, Maryland, U. S. A. 
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ON DECEMBER FIRST 


We shall place in operation our new factory devoted 


Exclusively to the 
Manufacture of 


Goodyear Welt Shoes 


for Women 


This new establishment, modern in every respect, equipped 
with everything that is newest and best in machinery and 


all shoe manufacturing accessories, will enable us to produce 


2000 Pairs of Women’s 
Welt Shoes Daily 


Supplemented by our McKay factory with a daily capacity 
of 3600 pairs, this new factory will enable us to materially 


extend our service to our customers. 


DONN D. SARGENT CO. | 


SALEM, MASSACHUSETTS 
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SALESMEN RETURNING 


Heavy Ordering on Spring and 
Summer Goods 


An investigation of conditions in the 
manufacturing houses of the shoe dis- 
trict in St. Louis discloses that practi- 
cally all of them are sold up as far ahead 
as they dare accept orders and that 
salesmen have in a large proportion of 
cases been instructed to close their trips 
and return to headquarters or to their 
homes to await further instructions. 

The ease with which the traveling men 
have disposed of the quantities available 
has been tgken as evidence that retail 
shoe merchants are determined to pro- 
tect themselves for the opening of 
Spring and have ordered a larger pro- 
portion of their Spring and Summer 
goods than ever before at this period 
of the selling season. What can be 
done with the later orders for later 
Spring delivery is as yet undetermined, 
for the houses want to get a better line 
on future conditions as to supplies of 
materials and labor conditions before 
committing themselves. 


ENCOURAGING SIGNS 


To Shoe Merchants for Good Spring 
Sales 


Salesmen report that the retail shoe 
merchants have been encouraged to buy 
strongly in advance by the fact that the 
consumer has been buying freely of 
Fall goods and has paid the high prices 
asked. This the retail merchant has 
taken to mean that goods bought for 
Spring can be disposed of despite the 
fact that prices show still further in- 
creases. The very general report of the 
salesmen is that they could have sold 
very much more if they had been per- 
mitted to do so by the houses. 

The factories are operating up to the 
supply of labor, but this means that 
they have not been able to get much, if 
any, beyond 65 per cent of capacity. 
However, this means some increase over 
previous seasons because the capacity 


Manufacturing, 
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of the St. Louis houses has been so 
largely increased by the erection of new 
factories in town and out and the man- 
ning of those factories either by experi- 
enced help or new help which is learning 
the work. The specialty plants are all 
sold up for Spring delivery, while the 
staple factories are committed to 
capacity. 


JACKSON JOHNSON 


Declines Re-election as President of 
Chamber of Commerce 


Jackson Johnson, chairman of the 
Board of the International Shoe Com- 
pany, and president of the St. Louis 
Chamber of Commerce, has declined 
re-election to that office and will devote 
himself more closely in the future to his 
personal interests and the problems of 
the company of which he is the head. 
Mr. Johnson’s administration has been 
very successful and the Chamber has 
not only grown in size under his direc- 
tion, but has gained very materially in 
influence locally and abroad. 


A NEW FACTORY 


Is Being Equipped at Vandalia by 
Lund-Mauldin Company 

The Lund-Mauldin Company expects 
to begin equipping its new factory at 
Vandalia, Ill., very soon. The new 
structure is 50x200 feet, 4 stories high 
and will have a capacity of 2,000 pairs 
daily when completed and a full force 
obtained. The town is expected to 
supply most of the help which will be 
trained by expert employes from the 
plant of the company at Highland, 
Tll., and other sources. It will manu- 
facture men’s high-grade shoes ex- 
clusively. 


NEW FACTORY COMPLETED 
Of McElroy Sloan Shoe Company 
At Twenty-First Street 


The completion of the new factory of 
the McElroy-Sloan Shoe Company at 
Twenty-first Street and Washington 


and Merchandisi Develop- 
ments in America’s Shoe 
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Avenue has been followed by the very 
prompt installation of its equipment and 
it is now in operation to a considerable 
extent of its capacity. The new factory 
is equal, under pressure, to a production 
of 4,000 pairs daily, but it is not ex- 
pected to get it up to this figure for 
some time as help is not sufficiently 
plentiful, nor that obtainable sufficiently 
experienced to make this possible. The 
building is a five-story fireproof struc- 
ture with basement and so constructed’ 
as to enable the addition of more stories 
if conditions require it. 


COMING HOME 


Body of Jackson Johnson, Jr., Who. 
Died Overseas 


Arrangements have been made for 
the return to this country of the body 
of Jackson Johnson, Jr., son of the 
chairman of the Board of the Inter- 
national Shoe Company, who died in 
England during the war of pneumonia.. 
He was taken ill while crossing with the 
tank corps in which he had enlisted and 
died in Liverpool, where he was buried. 
He was a private in Company A, 33d 
Battalion, Light Tank Corps. Negotia- 
tions for the transfer of the remains have 
been under way for some months. Eng- 
lish business connections of Mr. John- 
son, Sr., will look after the matter under 
permission of the English and American 
war authorities. 


LOCAL ARMY STORES 


Increasing—Public Buying Heavily 
On Shoes 


The demand for shoes in the local 
army stores during the short time that 
they have been open has been particu- 
arly brisk and has shown that the low 
prices and the known wearing qualities. 
of. military footwear are attractive in 
these days of high living cost. The sales. 
are increasing with each day and the 
waiting line at the stores is longer from 
day to day, showing that the demand is. 
becoming very widespread. The prices 
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Comfort Shoes 


TIMSON BROS., Neseans 
Boston, Mass. 


The Line of 100 Styles 
of Comf 











IN STOCK — Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 





IMMEDIATE DELIVERIES 


Patent Leather Hand- 
Turned Seamless Opera 
Pumps, 17-8 Covered 


ion Heel, A-D, $4. 10 


BARNETT SHOE CO. 
110-112 Summer St., Boston, Mass. 











FELT SLIPPER 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 











The House of Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 








COLLINS & STAPLES 
_ Makers of HAND TURNED 
PUMPS 
Leather and Setin 
Factory,118 Phoenix Rew 
=Besten Office, 110 Lincoln St. HAVERHILL, MASS. 











WHITES THAT ARE WINNERS 
TANNA 
RG 


HARTMAN SHOE COMPANY 


HAVERHILL, MASS 


 WMUTE SHOE NOVELTIES \ 
WW TURNS“ MAYS 
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at which the shoes are being sold is far 
below original cost and in consequence 
still lower than the present cost of the 
same goods. Other stores are to be 
opened. 


BABIES’ SHOES 


To Be Made by Imperial Shoe 
Manufacturing Company 


The Imperial Shoe Manufacturing 
Company, to manufacture infants’ soft 
soles, is expected to be ready for opera- 
tions by the first of the year. It will 
produce goods for the jobbing trade. 
The incorporators are A. Levy, Sam 
Hanauer and A. Schlessinger. The 
plant will be at 810 N. Eighth Street. 


DOUBLING CAPACITY 


At Union, Mo., Plant of Hamilton- 
Brown Shoe Company 


Work has been begun on an addition 
to the shoe manufacturing plant of the 
Hamilton-Brown Shoe Company at 
Union, Mo. The increased space, to- 
gether with a rearrangement of the 
present building, will practically double 
the capacity of the factory. The 
addition is to be an L-shaped wing 
50x180 feet. About 300 additional 
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factory workers willjbe required for the 
plant, which manufactures medium 
grade McKays for boys, youths and 
women. A tract of land near to the 
factory is to be utilized for the erection 
of homes to be sold to employes. 
About 50 houses will be built and the 
employes of the factory will be enabled 
to purchase them on easy terms. 


NEW CEMENT PLANT 


Hadley Bros.-Uhl Company Capi- 
talized at $50,000 


The new cement plant of the Hadley 
Bros.-Uhl Company has begun making 
regular shipments and is increasing its 
output steadily. The factory at 3918 
Pine is 60x200 feet and fully equipped 
in modern manner. S. W. Uhl is 
president and was connected with the 
St. Louis shoe trade for a number of 
years before entering his present ven- 
ture. He was also connected with the 
St. Louis Rubber Cement Company, 
whose president died recently, and also 
with the Hazen-Brown Company. His 
associates, F. K. and Harmon Hadley, 
are both practical makers of rubber 
They will cater especially to 
The capi- 


cement. 
shoe manufacturing houses. 
tal of the company is $50,000. 


Rochester 


England and France had bought up all 


“ON TO BOSTON” 


Local Merchants Meet—1920 Con- 
vention Boosted 


The weekly meeting of the Rochester 
Retail Shoe Dealers’ Association, held 
at the Chamber of Commerce on Thurs- 
day, November 13, was enlivened by a 
real “peppy” talk on the Boston Con- 
vention, given by W. C. Roose, president 
of the New Hampshire Retail Shoe 
Dealers’ Association. 

Mr. Roose urged all shoe merchants 
to come to Boston, January 12, 13 and 
14, as the 1920 Convention was sure to 
be the liveliest gathering ever held in 
the shoe trade. 

“The shoe merchant in the small 
town should be especially urged to join 
an association of live dealers and in this 
way get the benefit of a vast amount of 
shoe knowledge and data,”’ said Mr. 
Roose. He recommended that every 
shoe merchant become affiliated with 
the National Shoe Retailers’ Associa- 
tion. 

The speaker outlined the kid situa- 
tion, explaining that the shortage of kid 
stock was due to the fact that Germany, 


available kid in India. These stocks 
were sold to foreign countries because 
of cable delays, Mr. Roose explained. 
This forced the American tanners to 
pay high prices for kid whenever they 
placed their orders. 

Mr. Roose advised shoe merchants to 
buy shoes for immediate needs and to 
make their purchases more carefully 
than ever. He condemned the stage 
last on the ground that it did not fit the 
foot. 

According to Mr. Roose the prices of 
shoes will not come down in a hurry. 


FROM NEW YORK 


State Association to Be Well Repre- 
sented 


When the January meeting of the’ 
N. S. R. A. is called to order in Boston 
there is one thing certain and tha! is 
that the shoemen present will know that 
one of the livest state organizations 
affiliated with the national is the 
almost-year-old infant known as the 
Retail Shoe Dealers’ Association of 
New York State. 
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Plans are already underway which 
provide for a special train for the Bos- 
ton meeting and special cars will be 
run from Buffalo, Rochester, Syracuse, 
Albany, Schenectady, Watertown and 
Troy. 

Special posters are also being pre- 
pared to advertise the convention of the 
New York State Association which will 


be held at Syracuse in July, and it is the ° 


intent of the New York men to interest 
every retail shoe merchant so that he 
will attend the New York State Con- 
vention and also to interest manufac- 
turers in exhibiting their lines at that 
time, for it is the firm belief of the com- 
mittee that this will be the second larg- 
est gathering of shoe men in the 
country. 


A NEW ASSOCIATION 


Nearly 200 Factory Superintendents 
and Foremen Unite 


Nearly 200 superintendents and fore- 
men of shoe factories of Rochester and 
vicinity met on Wednesday evening, 
November 12, at the Powers Hotel to 
form a permanent association, whose 
object will be the betterment of produc- 
tion and methods through open dis- 
cussion of problems and interchange of 
ideas. 

The initial meeting was given over to 
the drafting and adoption of a constitu- 
tion and by-laws. J. Austin Cox of the 
Sherwood Shoe Company was chosen as 
temporary president. Election of per- 
manent officers will be held at the next 
meeting. 

The association plans to have able 
speakers, including shoe manufacturers 
of this and other centers, and address 
the meetings on various phases of the 
industry, and it is eventually planned 
that the association will establish itself 
in commodious quarters. 

The next meeting will be held in 
Reynolds Arcade on Thursday evening, 
November 20, when a_ permanent 
organization will be effected. Indica- 
tions point to a total membership of 
about three hundred. 


AD-WRITING CONTEST 


Under Direction of Rochester Ad 
Club—President Pidgeon on 
Competition 


Under the direction of the Rochester 
Ad Club, the Times-Union is conducting 
an amateur ad-writers’ contest to stimu- 
late interest in local stores and enter- 
prises, and as usual William Pidgeon, Jr., 
the hustling president of the Rochester 
Retail Shoe Dealers’ Association, is out 
to get all the publicity possible for his 
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store and to test the value of his educa- 
tional advertising, and has entered the 
contest. 

There will be 100 prizes each week. 
The first week of the campaign will be 
devoted to judging the best ads written 
about the merchandise of the advertis- 
ers entered in the contest. There are 
32 advertisers and the contestants, the 
first week, are permitted to write about 
the merchandise of any one of the 32. 
The best 100 ads submitted will be 
given a prize. 

The next week, and every week fol- 
lowing, until the contest closes, the 
contestants will be allowed to write on 
the business of the two advertisers 
named for that particular week. 


WEEK-END OFFERINGS 
Three Lots at Gould, Lee & Web- 


ster’s 


Gould, Lee & Webster are offering 
three lots of shoes at the special week- 
end price of $8.50 per pair. Lot No. 1 
comprises all sizes from AA to C of a 
dark-kid lace boot, with self top, 
flexible sole, leather Louis heel, plain 
toe. Lot No. 2, dark-brown boot, kid 
vamp, dark-brown cloth top to match, 
perforated vamp and tip, welted sole, 
medium-height walking heel. Lot No. 
3, dark-brown kid street boots, self top, 
welted sole, medium-height walking 
heel, English last. 


RETIRES FROM BUSINESS 


Edwin. Miller Gives Up Shoe Store 
for Farm 


Edwin Miller, son of W. E. Miller, 
who conducts the Milleg Shoe Store on 
State Street, has given up the shoe 
game in favor of the farm, where he 
says that you can make money without 
fear of governmental investigations 
and have a lot of fun and exercise 
beside. 


T. W. LePINE DEAD 


Well-Known Traveling Shoe Sales- 
man Is Stricken 


Theopile W. LePine, well-known 
salesman for P. W. Minor & Son., 
Batavia, New York, died at his home 
in Rochester, aged 41 years. He leaves 
a wife, Anna E. LePine; three sons, 
Gerald, Donald, and Wilbur; two 
daughters, Anna and Emily, and a 
brother, Edward LePine. ‘“Billy’’ Le- 
Pine as he was known to all the members 
of the shoe fraternity was a popular 
member of the R. A. T. S. S. and of the 
United Commercial - Travelers and 
was a great booster for both organiza- 
tions. 


| Weer’ ere To Buy 
Women‘ en's Shoes Shes | 





PHILLIPS-CRAM CORP. 
Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street ~ Haverhill, Mass. 
Boston Office, 207 Essex Street 








McKays 
IN STOCK 
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Novelty—that’s the key- 
note of the retail trade to- 
day. Theeverlasting search 
for something new by the 
American woman can in 
and end at your store, if 

ou ace prepared to show 
our combination pat- 
terns. Samples? Sure! Any 
time. Write today 
L. SCHAPIRO SHOE co. 

73 South St., Boston, Mass. 











BOUDOIR SLIPPERS 5%, 


Black, $1.50 
Tans, $1.60 Reds, $1.75 
Less 5% 10 days 
Goods - bay 
ler is received 
Baker Shee Ce. 
280 River St. 
verhill, Mass. 








Childreris Shoes 





SOFT SOLES 


plete Po mye: of Soft “Sole 


THE REYNOLDS SHOE 
& GLOVE CO. 
Main Sts. 
hie 








SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


All leather 

ranging in 

from $3.60u 

oyster! 

mp Straps in 

styles and colors, 1 
ee toon, oe 

NU BABY SHOE CO t Lynn, ee. 








Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 








HenryKleine & 
enryKleine & Ce. 
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Where To Bay 
Mens Shoes © 











Gentlemen’s 
Shoes 


A. E. Nettleton Co. 


SYRACUSE, N. Y. 


THE 
eltleton 











STOLK DELS <> 


iS AT YOUR SERVICE 
THe Stetson SHOE Con 


SoutnH WeymoutH,MAaAss. 

















MASS NEWBURYPORT, MASS. 
STYLE and SERVICE 
iz SHOES for MEN 

E.S. TORREY 
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HOMPSON BROS. INC 
MEN'S FINE SHOEMAKERS 
—— BROCKTON 






































Stacy Adams Ce. 
Manufacturers of 
MEN’S FINE 

SHOES 
BROCKTON, 
MASS, 
































Where to Buy Styizs 
An extra editorial service to “Recorder” 


readers, free for the asking, with authentic 
information on current problems. 
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Cleveland 


SHOE AND LEATHER CLUB 


Delegation Coming to Boston to 
Attend National Convention 

The Northern Ohio Shoe and Leather 
Club met November 19, and made 
plans for attending the annual conven- 
tion of the National Shoe Retailers’ 
Association in Boston, January 12 to 
15. A_ discussion of current trade 
problems also took place at this gather- 
ing. 

C. E. Petot and H. L. Bowers, presi- 
dent and secretary of the club, have 
been hustling for some time to get a 
representative gathering of retail shoe 
merchants in Cleveland and Northern 
Ohio cities to attend the annual gather- 
ing. They have been using with good 
effect the argument that this is the 
particular year when all delegates will 
receive a decided advantage from the 
discussions of trade problems at gather- 
ings of business men. 

Arrangements have been completed 
for a special car to take the Cleveland 
and Northern Ohio delegates to the con- 
vention. Applications for reservations 


are being taken by Mr. Petot and Mr. . 


Bowers, who prophesy that before the 
time comes for departing for the Eastern 
city, two or possibly three special cars 
will be needed to transport the delegates 
from Northern Ohio. All merchants in 
the northern half of Ohio who want to 
take advantage of the special conven- 
iences which the club will provide for 
delegates are asked to communicate 
with either C. E. Petot, Citizens’ Build- 
ing, or H. L. Bowers, of Greber Shoe 
Company, Cleveland, Ohio. 


BROWN POPULAR 


The Higbee Company Pushing Calf 
Working Shoes 

“‘Seldom has the vogue for any shade 
in footwear been so pronounced as that 
of brown for this season,”’ says the mana- 
ger of the shoe department of The Hig- 
bee Company. ‘And never have brown 
shoes been prettier than when built on 
the shapely lasts and graceful lines for- 
tune and shoemakers have given us this 
year.” 

This company is pushing brown calf 
walking boots, with 84-inch laced up- 
pers, welt soles, imitation perforated 
tips, and 11-inch walking heels. An- 
other style that is taking well is a walk- 
ing boot of light brown calf with long 
forepart, perforated tip, welt soles, 
laced uppers and 1 3-8-inch heels. This 
boot is whole foxed and is being worn by 
the ultra smart for sport wear and walk- 
ing. Street boots of brown calf with 
9-inch laced uppers, welt soles, Louis 


XV heels, perforated tips, and a semi- 
dress boot in tan with fawn buckskin 
uppers, laced and 9 inches high, plain 
toes, Louis XV dress heels, and hand 
sewn throughout have been selling well - 
at Higbee’s. 


BRONZE KID SHOE 
Has Been a Successful Seller at 
Pocock-Wolfram’s 
Down Euclid Avenue a few blocks, 
however, Pocock-Wolfram are just as 
successful with a new bronze kid. This 
shoe has a long narrow toe effect, 
perfect fitting arch and instep, a strictly 
custom made boot. Hand turn sole 
and full French heels are covered and 
plated. Bronze kid opera pumps are 
selling well for party wear. 


THE AMES COMPANY 
Showing Black and Brown in Kid 
and Combinations 

The Ames Company, however, which 
is but a few doors away from Pocock- 
Wolfram, is featuring black and brown 
shoes and the company’s executives are 
saying that their styles are the final 
word in modishness. In button shoes 
The Ames Company is showing black 
and brown suedes, black and brown 
kids, patent with brown tops and patent 
with dull tops. In lace boots there are 
to be seen in the show window black and 
brown kid, patent with dull tops and 
combination colors with high and low 
heels. 

AT TRAVERS’ 
Models in Two-Toned_ Effects, 
Higher Heels 

Travers is displaying new models in 
two-tone effects; numerous sliades of 
rich brown and gray kid, black kid in 
cloth tops and all kid models. Cuban, 
military and Louis XV heels are to be 
seen, with the preponderant sentiment 
running to the higher heels. 


AT CHISHOLM’S 
Brown Satin with Patent 11l-Inch 
Boots 

Lustrous brown satin combined with 
glistening patent is catching the eye of 
the consumer as she passes Chisholm’s 
store at 2041 E. 4th Street. The boot 
is 11 inches high, and is regarded as an 
exceptional style. It has Louis heels and 
flexible soles. 


RUBBERS SELLING HEAVILY 
Shoe Store Windows Are Most 
Attractive 

The last week in Cleveland did not 
bring a cessation of the heavy buying for 
Thanksgiving. Large downtown shoe 
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merchants reported a slight increase in 
their business over the previous week. 

Rubbers have begun to move heavily, 
and merchants say that indications 
point to an unusually good season in 
those goods. 


BOOT AND SHOE RECORDER 


Merchants here assert they have 
never seen a season where there is such a 
demand for a variety of styles and col- 
ors. Never have the shop windows been 
so gay, with such a dazzling array of 
styles and tones. 


Buffalo, N.Y. 


SHOE PRICES 


Investigated—No Evidences of Profi- 
teering Found by Federal At- 
torney 

E. N. Mills, assistant federal attor- 
ney in Buffalo, is making an investiga- 
tion of shoe prices in this city. He is 
going through it from the retail shoe 
merchant to the producer of raw ma- 
terial. 

“So far, I haven’t found any indica- 
tions of profiteering, or hoarding,” he 
said. 

DEATH OF SHOEMAN 


George W. Farnham, President of 
George W. Farnham Company 
George W. Farnham, president and 

treasurer of the George W. Farnham 

Company, wholesale boot and shoe 

dealers, died recently at his home, 49 

Ashland Avenue, this city. Mr. Farn- 

ham had been in poor health for several 

years, but his condition was never 
believed to be serious. Death was 
caused by heart trouble. 

Mr. Farnham was born in Addison, 
N. Y., in 1850. He conducted a shoe 
factory there until he came to Buffalo 
about 25 years ago. He organized the 
George W. Farnham Company on his 
arrival here. Before moving to its 
present site at 92 Pearl Street, the com- 
pany did business at Seneca and Wells 
Street. 

Mr. Farnham entered Cornell with 
the first class in 1868, a fact of which he 
was very proud. He was instrumental 
in the organization of the local credit 
men’s association, which has grown very 
influential here. He was active in the 
Chamber of Commerce in former years 
and always retained a deep interest in 
the Y.M.C.A., for which he did much 
volunteer work. 

Mr. Farnham was a member of First 


Presbyterian Church, and the Ellicott, 
Buffalo and Park clubs. He was also a 
member of the Masonic fraternity. He 
leaves his wife, Mrs. Minnie Nye 
Farnham; a son, Frederick S. Farnham; 
a brother, William H. Farnham, of 
Addison; and five grandchildren. Mr. 
Farnham lost two sons in recent years, 
George, three years ago, and N. H. 
Farnham, two years ago. 

Funeral services were held at the 
home and the body was taken to Addi- 
son for burial. 


ENLARGING AND EXPANDING 


Maple Leaf Plant of Canadian Con- 
solidated Rubber Company 


A recent report from Port Dalhousie, 
Ont., a Canadian town near Buffalo, 
says, in part: 

“The Canadian Consolidated Rubber 
Company, manufacturers of rubber 
boots and shoes, has completed plans 
for enlarging and improving the Maple 
Leaf plant at Port Dalhousie, at a cost 
of over $80,000. The largest undertak- 
ing, at a cost of $35,000, is a pressure 
vulcanizing plant, which will be used in 
connection with the heater system. 


RECENT OFFERINGS 


At a Group of Local Retail Shoe 
Stores 


Recent offerings at Buffalo stores in- 
cluded the following: Wm. Eastwood 
& Son Co., women’s brown calfskin 
boots, laced, welted sole, perforations 
on tip, vamp and lace stay, $11.00; 
William Hengerer Company, women’s 
button boots, brown kid, with beaver 
kid top, $13.00; women’s Russia calf 
walking boot, Cuban heel, fine welted 
street sole, $8.00; Endicott, Johnson 
Company, high-cut hunting shoes, $7.50 
to $12.00. 


Columbus 


HOLIDAY SELLING 


November So Far Exceeds Corre- 
sponding Period of 1918 


With the holidays only seven weeks 


away, Columbus stores are beginning to © 


show the effect of that shopping season. 
Merchants are urging their customers to 
shop early, not only to avoid the rush of 
the busy season, but because of the 
scarcity of merchandise. 

Local merchants report that business 
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has been more than satisfactory in the 
face of some weather which was not 
suited jor heavy Fall and Winter shoe 
selling. Sales thus far in November 
have exceeded greatly the same period 
of a year ago and merchants say that 
there is every indication that the record- 
breaking pace of business will be car- 
ried through the holidays. Sales of 
holiday slippers have been beyond 
expectations. Several of the local mer- 
chants report that their stocks of this 
class of goods have been practically 
cleaned out and that it will be some 
time before they will be able to obtain 
another supply of slippers. 


LOCAL MERCHANTS PLAN 
To Attend Boston, 1920, National 


Convention 


Several of the local merchants and 
buyers for several of the local shoe de- 
partments are planning to attend the 
National Convention in Boston. 


SUEDES AND SATINS 


Selling Well in Women’s Shoes at 
Leading Stores 
Suede and satin shoes are worn with 


velvet costumes, the soft velvet nap of 
suede and glistening sheen of satin add- 


ing the necessary tone of richness. A’ 


variety and assortment of these wanted 
shoes can be found at all of the leading 
stores. 

At the store of the F. & R. Lazarus & 
Co. there are black and brown suede 
boots with high tops of fine satin and 
high covered Louis heels of satin at 
$11.00; also all-black suede boots with 
low or high Louis heels, or with Cuban 
heels, from $12.00 to $18.00; suede 
pumps with covered Louis heels, long, 
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graceful vamp, $13.50; satin pumps and 
oxfords at $6.50 and $12.00. 

Spats of silk serge and silk moire are 
also being displayed and are in great 
demand. 

Black and brown lace leather boots, 
with Louis heels, are in great demand. 


IN MARCH 


Ohio Valley Retail Shoe Dealers’ 
Association Meets at Columbus 


The Columbus Retail Shoe Dealers’ 
Association is making plans for enter- 
taining the members of the Ohio Valley 
Retail Shoe Dealers’ Association who 
will again meet in Columbus in con- 
vention in March. The Columbus 
association promises that the coming 
convention will surpass last year’s suc- 
cessful meeting, which Was considered 
the most enthusiastic get-together meet- 
ing ever held by the State Association. 
In selecting the committees on arrange- 
ments for this meeting, L. J. Bergman, 
president of the local association, will 
have the pick of last year’s successful 
organization and will have the entire 
support of the membership of this 
hustling organization, which has grown 
to be one of the largest and best associa- 
tions in the country. 


NOT APPROVED 


Local Merchants -Sustain ‘“Re- 
corder”’ in Its Verdict 

Local merchants sustain the “Re- 
corder”’ in its stand that the French last 
will not meet with approval among the 
merchants of the country, that this 
style of last has been relegated to the 
rear and will never again meet with 
approval among the better class of 
merchants. 


Des Moimes 


FROM FRANCE 


Captain Hugh Schnabel Returns to 
Shoe Merchandising 


Captain Hugo Schnabel of Des 
Moines, Iowa, has recently returned 
from France, where he has been for 
29 months in the service in the Rainbow 
Division as inspector at the General 
Depot, also postal express service. 
Mr. Schnabel’s father, Emil Schnabel, 
who recently moved from No. 407 6th 
Avenue to 414 6th Avenue, Des Moines, 
Towa, has been in the retail shoe business 
for 20 years, and has opened up this 
store with a modern new front and fix- 
tures as a welcome home to his son, who 
has become a partner in the business. 
The firm will hereafter be known as the 


Schnabel Shoe Company. Captain 
Hugo Schnabel was recently married to 
Anne Pierce, daughter of Jim Pierce of 
Iowa Homestead. 


AT MONTGOMERY’S 
Reports on Muscatine and West 
Liberty Stores 

The Montgomery Shoe Store of Mus- 
catine, Iowa, reports busiriess way be- 
yond their expectations. The Mont- 
gomery Bros. opened up this store over a 
year ago. It is one of the most modern 
stores in that section of Iowa. They 
have a splendid stock system. The 
interior is modern and up to date in 
every way. The Montgomerys believe 
in having a woman clerk in their store. 


' They carry only the highest class of 
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merchandise and their store denotes 
efficiency in every particular. 

The Montgomery Shoe Store at 
West Liberty, Iowa, which some time 
ago remodeled the interior of the 
store, has recently added one of the 
most attractive of store fronts. Mr. 
Montgomery, not satisfied with trans- 
forming the store, is also building a new 
bungalow, which is one of the most 
attractive and up-to-date buildings in 
West Liberty. 

A RECENT DEATH 
Father of A. W. Akin Passes Away 

A. W. Akin, of the Akin-Schwenker 
Shoe Company, is back in the store 
again. Mr. Akin’s father recently 
passed away. Mr. Akin has the sym- 
pathy of his many friends. The Akin- 
Schwenker Company operates stores in 
Davenport, Iowa, Rock Island and 
Moline, Illinois, and does a tremendous 
business. 

ATTRACTIVE PARLOR 
For Shoes Opened by Le Flora 

Recently the Le Flora Boot Parlor 
opened up in Des Moines in the Shops 
Building. It is a most modern and out- 
of-the-ordinary shoe parlor. The iate- 
rior decorations are very attractive; 
color scheme, orange and green. The 
settees are of wicker, and many attrac- 
tive lamps and tables make it an ideal 
ladies’ shoe parlor. It is on the third 
floor of the Shops Building, two doors 
approaching the entrance to the eleva- 
tor. There is a large window display, 
featuring high-grade dress novelty foot- 
wear. It is featured as Huddlestons. 

H. O. Huddleston is well known ia the 
shoe world, and is assisted by his brother, 
C. L. Huddleston. L. E. Huddleston, 
the father, is also interested in the firm, 
but takes no active part. 

The name Le Flora was obtained by 
using Mr. Huddleston’s first initials L. 
E., and Mrs. Huddleston’s given name, 
“Flora.” 

A ROLL CALL 
“Good Business’”’ Is the Answer of 
Local Merchants 

George Breck, proprietor of the 
Walkover Shoe Store, Des Moines, Ia., 
reports continuous good businesg. 

H. B. Tolson, manager of the shoe 
department of the Wilkins Brothers’ 
Department Store, reports an increase 
over the business of last year. 

Otto F. Keller of Harned Von Maur, 
of Davenport, Ia., who is manager of 
the main floor shoe department, has 
also taken over the basement shoe de- 
partment, and reports a tremednous 
increase in both departments. 

Henry Huss of Davenport, Ia., re- 
ports continuous good business. A. J. 
Lundgren, manager of the shoe depart- 
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ment of R. Tenenboms, Davenport, Ia., 
reports an excellent business. 

H. H. Harvey, who for many years 
operated the upstairs Harvey Shoe 
Parlors at Oskaloosa, Iowa, now con- 
ducts a modern ground floor store, and 
reports a wonderful business. Mr. 
Harvey recently broke ground and is 
building a new home. 

J. L. Woederhoff, manager Denecke 
Company, of Cedar Rapids, Iowa, re- 
ports a splendid business. They oper- 
ate two stores in Cedar Rapids, and the 
Economy Shoe Store at Davenport. 

E. W. Hertzler of the firm of Hertzler 
& Boesch Co., of Burlington, Ia., 
which also operates the Economy Shoe 
Company, reports a wonderful business. 
Mr. Hertzler is vice-president of the 
Iowa Retail Shoe Dealers’ Association. 
He conducts a most modern store, has 
one of the best systems of taking care of 
his stock, and everything in his store 
denotes efficiency. 


SUCCESSFUL BUSINESS 
C. F. Meyer Stock Has Now Grown 
to $10,000 

C. F. Meyer of Fairfield, Ia., who 
several years ago opened up an up- 
stairs shoe store with only a few hun- 
dred dollars, now operates another 
store at Chariton, Ia. From a small 
stock, in a few years’ time it has grown 
to a $10,000 stock, and Mr. Meyer is to 
be congratulated on his wonderful 
success. 


OTHER STORE NEWS 


Of Oskaloosa, Ottumwa, and Bur- 
lington Shoe Merchants 

The Reliable Department store of 
Oskaloosa, Ia., will move into new 
quarters about December 1. They 
carry a large stock of shoes and general 
merchandise, and do a business of over 
a quarter million dollars. 

Charles Bierce of Ottumwa, Ia., con- 
ducts a modern shoe store, and recently 
underwent an operation, and was in 
the hospital in Des Moines for several 
weeks, but is now back in the store 
again. 

A new.store is being opened in Bur- 
lington, Ia. It is devoted to shoes and 
men’s clothing. The name is “The 
Toggery.” 

IOWA BRIEFS 
Good Business Evident at Retail 
Shoe Stores 

R. W. Sturgeon, secretary-treasurer 
of the Elwell-Field Shoe Company of 
Des Moines, and president of the Retail 
Shoe Dealers, reports continuous good 
business. G. Anderson, manager of the 
shoe department of Oransky Depart- 
ment Store, in a few years’ time has 
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built up a big shoe business, and has 
enlarged his department to about four 
times the space with which he originally 
started. 

Heggen & Jacobson of Des Moines, 
fowa, of the Globe Shoe Department, 
who also operates Heggen’s Bootery, 
reports continuous good business. 

Harry Jacobson, who for many years 
was associated with the Florsheim Shoe 
Company, is now a member of the firm 
of the Seymour Shoe Company and the 
Panor stores. An excellent business is 
reported. 

Sam Sigel, proprietor of the Outlet 
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Department Store, is selling out. Emil 
Anderson, who operates a shoe store in 
East Des Moines, recently passed away. 
The store is being continued by Mrs. 
Anderson. 

The New Method Shoe Parlor of 
Davenport, Ia., which formerly operated 
an upstairs shoe store, and now conducts 
the shoe store on one of the main streets, 
reports a large increase since making the 
move. 

Spiegel & Holland, who bought out 
the Berry Shoe Store of Davenport, 
Iowa, some time ago, report an excellent 
business. 


West Virginia 


DECLINES RE-ELECTION 


As President of Local Association of 
Credit Men 

At a recent meeting of the Hunting- 
ton, W. Va., Association of Credit Men, 
John E. Norvell, president of the 
Norvell-Chambers Shoe Company, told 
the members that he would not be 
eligible for re-election to the board of 
directors of the National Association of 
Credit Men. He urged that steps be 
taken at once to find some man from this 
State to succeed him. If not, he stated, 
West Virginia may lose the advantage 
of having a man upon the national 


board. 
A BIG COMBINE 


C. K. Payne Active in the Charles- 
ton Industrial Corporation 

Capitalized at $500,000, the Charles- 
ton, W. Va., Industrial Corporation has 
been granted a charter by the secretary 
of state. The company recently pur- 
chased the powder city of Nitro, W. Va., 
for $8,510,000. 


There were five incorporators named» 
each of whom had subscribed for 250 
shares of stock, or $25,000 worth. C.K. 
Payne, president of the Payne Shoe 
Company of Charleston, W. Va., is one 
of the incorporators. Of the authorized 
capital stock, $125,000 has been sub- 
scribed and $100,000 paid in. . The 
company is authorized by the charter 
to conduct almost any kind of busi- 
ness on the 10,000 acres owned, in- 
cluding manufacturing and _ issuing 
bonds and notes for money borrowed. 


TO POLAND 


First Consignment of Shoes on Way 
from Parkersburg 


The first consignment of shoes for 
European relief has been shipped from 
Parkersburg, W. Va., to New York for 
Finland and Poland. In the lot were 
140 pounds of shoes, or ninety-one pairs. 
The shoes were repaired by M. T. Helm 
and the Regent Shoe Company fur- 
nished all the shoestrings. 


Philadelphia 


RETAIL TRADE BRISK 


As Weather Becomes Seasonable. 
Many Spats Sold 


Snappy weather is bringing the usual 
“‘hold-off” trade into the stores. The 
increase in business is notably a feature 
of the men’s departments, though sales 
are also considerably more brisk in 
women’s footwear, ia which there 
appears to be a trend in the direction 
of spats. Sales of spats are much heav- 
ier in proportion to total sales in the 
stores which cater to the fashioaable 
trade than they are in others. 


COMPARATIVE PRICES 


Less Popular Than Straight Appeal 
—A Sales Policy Analysis 


An analysis of the sales policies of 
22 Philadelphia retail enterprises reveals 
an interesting ratio between the com- 
parative-price appeal and the straight- 
price quotation. Only nine stores are 
following the policy of stating definite 
values offered at lower prices, or that of 
stating definitely how many dollars 
the customer will save, which is the 
same thing the other way around. 
Against this there are thirteen stores 
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which appear to be carefully avoiding 
these policies, though they often go to 
the extent of calling attention to bar- 
gains and special values in general 
rather than specific terms. 

It is worthy of comment, too, in this 
connection that two of the organizations 
which specialize on low-price appeals 
are numbered in the list of those which 
are not using comparative prices at 
the present time in their publicity. 
These two are the Boston Shoe Market 
and Kinney’s. 

Kinney’s constantly features prices 
of $3, $2 and even less, but it does 
so with apparently scrupulous adherence 
toarule of no comparisons, though there 
is no hesitancy in special values in the 
offerings. The same is true of the 
Boston store. Incidentally these two 
are running a very close race on prices. 


MINIMUM OF $12 


Claflin Store Advertises It Has 
No Lower Price 


At the other end of the footwear 
price range, with an entirely different 
kind of trade, the Claflin store offers a 
sharp contrast, with a policy calculated 
to be as efficacious with its clientele as 
that of the low-priced stores is with 
theirs. 

A recent advertisement of the Claflin 
store came out boldly with the state- 
ment that ‘‘We cannot sell for less than 
$12 a shoe worthy of our name—can 
you afford to buy one for less?” 


LESS CRITICAL 


Public More Satisfied with Prices 
as Season Progresses 


Several weeks ago the highest prices 
to which attention was directed by the 
larger stores in Philadelphia ranged 
very closely around $10. Now, partly 
as a result of the fact that events have 
shown that the retail merchant in 
general and the shoe man in particular 
are not “profiteers,” the public has 
signified its desire for good shoes even 
if the price is high, and partly because 
advances now are due to reach the 
retail trade in their progress along the 
line of distribution, the price has been 
raised. It now hovers around $12 for 
a great many of the stores. 


PRICE RANGES 
A List Advertised by Various Stores 


The price ranges which are being 
pushed by the various stores are of 
significant interest. Here are a few: 

Chestnut Street Boot Shop: $10.55 for 
several styles in women’s footwear. 
This is a second-floor store. Del Mar: 
$8 for men’s cordovan, wing tips. 
Geuting: $11 in “‘23 complete lines at 


‘models. 
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the one price.” Geuting has been 
pushing the brogue very hard this 
season. Becker & Co.: $11.85 for men’s 
“Scottish” models. Becker has a 
slogan of ‘$1 Profit Per Pair.’’ Steiger- 
walt: $12.50 for men’s shoes. Zimmer- 
man: $12 in nine specifically described 
models for men. Louis Mark: $9 for 
“Cordo Calf,” rubber heel, brogue 
Niederman calls attention to a 
$9 minimum, and is making a drive on 
the oxford and spat combination. 
“R & L”: $7.90 for men’s models. 
Dalsimer: $10 for men’s shoes, with 
emphasis on a wide range of models. 
Hallahan: $9.85 for several models. 
Newark: $6.85 for Munson last, U. S. 
Army specifications. The Newark 
stores are making a very heavy drive 
on this shoe. 


SALES STIMULATED 


By Cold Weather and Attractive 
Newspaper Advertising 


Whatever may be said of the many 
difficult problems which the retail trade 
is facing today, there is no complaint of 
the manner in which demand has been 
developing and the way in which retail 
stocks are now moving. Sales have 
been stimulated particularly by the 
spell of cold weather which developed 
the latter part of last week and the 
early part of this week. No small part 
of the business, however, is to be traced 
to the consistently noteworthy news- 
paper advertising which retail shoe men 
in this city have been using this season. 
There has been no co-operative move- 
ment in this respect here, but there has 
been a decidedly concerted one. 


FAIR-PRICE BOARD 


Local Affair Is a Peculiarly Consti- 
tuted Body 


The only Fair-Price Committee which 
Philadelphia has developed so far is a 
peculiarly constituted body, in which a 
number of women who for several years 
have been leading in Emergency Aid, 
Red Cross, Belgian Relief and other 
work of semi-public and semi-charitable 
nature, appear to have the leadership. 
Its avowed intent is to make itself a 
permanent organization which will con- 
tinue its work on a foundation of pub- 
licity even after the federal authority 
for such work has expired. It is at 
present working apparently in co-opera- 
tion with United States District At- 
torney Kane, and is backing a plan in 
which the city market commission has 
announced its intention of opening a 
system of twelve municipal stores. 

So far, nothing definite has been said 
as to any plans for these stores to handle 
other merchandise than foodstuffs, and 
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— journal in the world «4 
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f=— Wilson Sewed 
Shoe 


has been adopted by leading shoe manufacturers and 
enthusiastically accepted by prominent shoe merchants 
as a distinct improvement over turn shoemaking. 
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Wilson Sewed Shoes have the durability of welts and yet 
retain the trim appearance of light, flexible turns. 


Wilson Sewed Shoes will be exhibited at the 
Boston N. S. R. A. Convention and the Roch- 


ester Shoe Style Show. 


The Wilson Process, Inc. 


Executive Office: Elwood Building 
ROCHESTER, N. Y. 


A BOOKLET Offices 


describes the process 
and its advantages. oN In Boston and 


A copy mailed upon &: : 
request. Fd BA ea. New York, 
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so far the shoe trade is not represented 
on this peculiar committee; but the 
possibility of developments is worth 
the attention of Philadelphia shoe men. 


HEADQUARTERS BUSY 


1920 Convention Effort Enters Home 
Stretch 


The expansion of the quarters of the 
National Shoe Retailers’ Association 
came none too soon for the heavy burden 
of work in connection with the Boston 
Convention which President Geuting 
and Secretary-Commissioner Mirkil are 
now bearing. An unusually heavy 
volume of mail is being sent out these 
days and there is plenty of evidence in 
the replies to prove that the attendance 
is going to be record-breaking and en- 
thusiastic, evidence which, of course, 
merely backs up that which the com- 
mittee in Boston already has. 

Considerable comment has_ been 
aroused in the trade here by the latest 
official bulletin from N.S. R. A. head- 
quarters, which sounds the call for 
united action on the part of retail shoe 
merchants in all matters affected by the 
Lever act and the appointment of fair- 
price committees. 


AN $80,000 SALE 


Geuting Offers Thirty-six Lines at 
$10.00 the Pair 


An $80,000 sale of women’s boots, 36 
lines, 8,000 pairs, all at the one price, 
$10.00, has been opened by the Geuting 
stores. The offerings include virtually 
every style in boots for dress and service 
wear, and a feature is being made of the 
fact that at the price of $10.00 no tax is 
imposed upon the purchase. 

Reiszner and the R. & L. stores last 
week featured special Friday and Satur- 
day sales, the former offering men’s 
models at $8.00, $10.00 and $12.00, and 
the latter women’s styles at $5.95. 


PUBLICITY INJUSTICE 


Erroneous Report Damages a Key- 
stone State Shoe Merchant 

A particularly vivid instance of the 
baneful effects of the loose and errone- 
ous publicity which is so common these 
days is furnished in the case of a certain 
merchant in a certain Pennsylvania 
town, whose name it would be a violation 
of confidence to reveal. 

A communication was published in a 
certain trade organ, entirely uncon- 
nected with any of the shoe or leather 
industries or trades, from a manufac- 
turer whose line has no connection with 
them either. This manufacturer seized 
upon quotations of shoes offered for 


export some months ago and compared 
them with retail prices of today in an 
effort to show that the retail shoe trade 
was profiteering. Subsequent investi- 
gation shows that in addition to getting 
his information garbled, this manufac- 
turer attributed quotations to a news- 
paper in which they did not appear, and 


‘not to the one in which they did appear. 


Inasmuch as the New York newspaper 
to which he attributed them has a 
national reputation as an authority, this 
article was, in turn, seized upon and 
reprinted by a labor journal which has 
a wide circulation in the town where the 
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retail shoe merchant in question does 
business. The merchant’s trade is al- 
most exclusively among the working 
classes, and so radical was the effect of 
that article among his customers that 
the volume of his sales has been heavily 
decreased. The specific and rank in- 
justice resulting from the original publi- 
cation of the garbled communication 
has been called to the attention of the 
manufacturer’s publication, but it is 
difficult to see how even the most whole- 
hearted retraction is going to make up 
the losses which this merchant already 
has suffered. 


Sprin¢field,Mass. 


ATTRACTIVE WINDOWS 


Many Local Merchants Competing 
in Window-Trimming Contest 


Many Springfield retail shoe mer- 
chants are competing in the F. 
Blumenthal Company window-trim- 
ming contest, taking advantage of the 
attractive accessories and beautiful, 
colored skins offered by the company. 


STORE REMOVALS 


Of the Robert Smith and Newark 
Shoe Companies 


The Robert Smith Company, that 
was obliged to find new quarters on 
account of the sale of the building corner 
Main and State Streets,where they have 
been located for over twenty-five years, 
have secured a lease of the store at the 
corner of State and Willow Streets, one 
block from the old stand. Owing to the 
extension of Dwight Street, this section 
is fast becoming a good retail district 


and should prove a good home for the 
Smith Company. 

The Newark Shoe Company, corner 
Main and Hampden Streets, will move 
to a store almost directly across the 
street in the Bellevue Block, near corner 
of Taylor Street. The new store will 
give considerable more depth and shelf 
room. 

FELT SLIPPERS 


Shipments Are Late and Stock Is 
Consequently Low 

No department in the average shoe 
store is suffering more from decreased 
production than the slipper, especially 
the felt variety. September is the 
month when these goods should be 
delivered in preparation for the holiday , 
season, but few stores have received 
anywhere near their usual amount at 
this late date, less than six weeks from 
Christmas. Unless much speeding up is 
done at once, the loss on this kind of 
merchandise will be considerable. 


Syracuse 


BROGUES MAKE HIT 


Heavy Demand for Women’s Tan 
Footwear 


ADVERTISING FOR TRADE 


From Cities Within Fifty-Mile Ra- 
dius 

Local shoe merchants have joined 
other retail business men in the plan to 
draw the trade from cities within a 
radius of 50 miles of Syracuse. The 
Syracuse merchants will advertise in one 
city a day until all are covered, offering 
to refund car or railroad fare to those 
who come to Syracuse to buy. The 
amount of purchase to secure fare 
refunds has not been decided upon, 
but it will be fixed low enough to provide 
an inducement for the small city resi- 
dents to come here. 


Brogues of all kinds and styles are 
making a hit with the buying public in 
this city. The Besse Sprague Company 
is showing four styles of the new shoe, 
and has a very large assortment which 
its officers claim is making a decided 
hit. Several firms are making window 
displays of brogues, one of the mer- 
chants showing brogue oxfords with 
woolen hose. A big display of comfort 
slippers is also being shown. The de- 
mand for women’s tans is said to be the 
biggest in history. 
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: What Is A Self-Starter F 
5 SPEEDWAY In Shoes : 





True to its name it goes off the shelf 
in double-quick time. 


A slender recede last giving the long 
lines of extremely dressy shoes. 






If your customer likes the looks of a 
shoe, half of the sale is made. True, 
it has to fit as well as possess money's 
worth materials. But the intro- 


KOKO RUSSIA CALF duction through appearance should 


make a hit. 
No. 443 


$9.00 When a line has that quality it is 

like a self-starter. You don’t have 

ASK FOR A COPY of our to push, shove, strain or crank. 
new price list. Over 70 styles Each shoe style does its own work 
ready for shipment are offered and starts off, of its own accord, to 


at surprisingly low figures. sttract the purchaser. 
Get your share now while 


these quotations are based on 
early purchases. For that reason we spend an unusual 


amount of effort finishing up every 
pair to look like a special sample. 
The looks of our shoes have sold 
three pair where a competitive make 
will dispose of one. Our seven year 
record of unparalleled growth—1912 
—600 pair a day output; 1919— 
7,500 pair a day output—is all the 
proof you want on that point. 
































This is why our line is known as the 
original self-starter in shoes. This 
is why it’s a pleasure to sell our 
product. If you, too, want real easy 
work in selling, try out a few pair of 
stock styles. They'll prove the 
value of our claim. 














Koko Russia Calf, Bal. 
Speedway Last. 
Widths: A, B,C, D 
Sizes 51% to 10 








OUR, STOCK 
STYLES WILL PROVE IT 


ene AND UNION MADE WELTS 
LOOK LIKE SHOES THAT 
MIGHT COST MUCH MORE” 









The push is in the skces. 














BRANCH IN 
PHILADELPHIA —— iN 
CLEVELAND 
BALTIMORE 
PITTSBURGH DETROIT 
ia CHICAGO 
FACTORY 1} FACTORY 2 
MONTELLO CITY OF 
a BROCKTON 





HOME OFFICE = STOCK HOUSE SALES ROOMS 
196 CHURCH STREET, NEW YORK CITY 
BOSTON OFFICE 207 ESSEX STREET 
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z You Don’t Need A Sales 
: ‘ THE RACER 
iu Cour se ith These Literally runs away from its nearest 


= rival. Has that decidedly receding, 
S| slender and pointed effect so much 
mj They talk 0 bet these er : = in demand now. A last for the more 
} scientific selling. All sorts of schemes fashionable trade. 

and aids are devised to stimulate 

buying. Mighty fine we say. But 


that alone doesn’t clinch a sale. 


KOKO RUSSIA CALF 


So every pair we deliver is ready No. 724 

for handling whether you know all 9.85 

about up-to-date tricks, or whether $9. 

you are too busy to use them. TRIAL PAIRS gladly sent 


at our expense. If returned 


The “good looks” does the work. for any reason, they can come 
back at our expense, too. And 


Just imagine how this advantage of mind yeu, we quesente: off 
our line is revolutionizing retail sell- stock goods to look just like 
: samples. 

ing. Just figure out how much you 


save in sales expense and figure how 


many more sales you can make by 
producing a good first impression. 


Don’t you often wish for just such 7 4 7 


EGE EREE MEE 


assistance in tackling trade? 


Now, then, we've talked so much to y/ Son%" 


prove our point; given so much 
on 2 


that even out of curiosity you ought HESL 
Koko Russia Calf Bal. 


to satisfy yourself what it’s all about. 4 Yer" 


Come and see what a cinch it is 4 Whole Quarter 
af Widths: A, B, C, D 


when ed ; Sizes: 514 to 10 
The push is gf READY NOW TO 
in the shoes a SPEED-UP BUSINESS 


evidence to make you see it easily, 
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WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 
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AN ADVERTISING “STUNT” 


Children’s Shop at Syracuse Uses 
Airplane for Distributing 
Trade Certificates 


One of the most unique advertising 
stuats ever given here, which was ex- 
ceptionally productive and at the same 
time exceedingly low-priced, was the 
plan of the Children’s Shop in using an 
airplane to distribute tickets bearing 
certificates worth $2,500 in trade. 

The plane hovered over the city, drop- 
ping the hand bills. One bill in the lot 
was worth $25 in trade, others worth 
$10, many $5, hundreds $2 worth of, and 
the remainder worth $1 in trade, with 
other purchases. 

Wide advertising was given the pro- 
posed trip of the plane over the business 
section and thousands were on watch for 
its appearance. The handbills practi- 
cally held up traffic on the main 
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street while the crowds picked them 
up. 


Cost of Advertising 1-2 of 1 Per Cent 
of Sales 


That day the Children’s Shop, which 
deals in all kinds of children’s clothes 
and shoes, did the biggest business in its 
history. Figuring the value of the goods 
purchased with the certificates, the 
officials of the store found out that the 
cost of the stunt was but one-half. of 
1 per cent of the sales total. 

Only one shoe store in the South 
Side of the city has refused to join the 
six o’clock closing rule established by 
local merchants. The closing has 
brought about a fight between the 
merchants on the South and North 
Sides, and the stores are using the retail 
clerks’ organization to force the closing 
of the North Side stores. 


Lynn 


BUYING FOR NEXT FALL 


A Forehanded Wholesaler Picks 
Some Sure Sellers 


A wholesaler came to Lynn from the 
West the other day. He sought shoes 
for the Fall and Winter of 1920, or a 
year ahead. The manufacturer didn’t 
want to take his orders. But he in- 
sisted. So some business was booked 
for Thanksgiving and Christmas of 
1920. The buyer picked sure sellers, 
or styles about as they are. 


PRODUCTION IS PROBLEM 


One Example Shows the Manu- 
facturer 60,000 Pairs Behind 


A Lynn manufacturer is 60,000 pairs 
behind schedule on orders. He sees 
small hope for catching up. So he is 
curtailing the distribution of his shoes. 
He has laid off salesmen. He has even 
cut off some accounts. 


WHOLESALERS DISTRIBUTE 


While Manufacturers Put in More 
Time in the Factories 


Wholesalers, and big retail mer- 
chants are getting most of Lynn’s shoes 
these days. They take care of the 
distribution of the shoes. This gives the 
manufacturers more time for attending 
to the making of shoes. Some manu- 
facturers who formerly made frequent 
trips among the large cities are now 

*making scarcely any trips at all. The 
buyers come to their factories. 


Another feature of the Lynn shoe 
trade, brought about by the orders from 
wholesalers, is the steady run of the 
shops on a limited number of styles of 
shoes. A big buyer will pick a few 
styles, and give the manufacturer orders 
enough to keep the shop busy on the 
few styles. So the manufacturer does 
not have to add lasts and patterns and 
fancy effects, to please the varying 
tastes of various buyers. 

Shoemaking in Lynn is certainly a 
plair, straightforward proposition these 
days. 


STYLES CONTINUE “AS IS” 


They Will Not Change Much, Ac- 
cording to Lynn Manufacturers 


Styles as they are will prevail next 
year. So orders booked by Lynn manu- 
facturers indicate. One Lynn shoe man 
says he can get no new lasts. His last 
maker is 30,000 pairs behind his 
schedule. Not much of a chance of 
changes in lasts are there with such 
conditions prevailing. 

New patterns can be had. It is easier 
and cheaper to make patterns than it is 
to make lasts. The new patterns now 
being made are chiefly for ties, oxfords 
and pumps. There are many variations 
on these low-cut shoes. 

Some manufacturers think that 70 or 
75 per cent of the shoes for next year will 
be low cuts. The remainder will be 
boots. 

Black and dark brown continue the 
leading leathers. 


LITTLE DEERSKINS: 


For Little Dears Made by Hanscom, 
Upton & Hubbard 


Some turn boots of genuine deerskin 
are being made by Hanscom, Upton & 
Hubbard, Lynn. Boots are also made 
of white kidskins and like fine stock. 
The boots are for little children. No. 2 
to No. 8 is the run of size. This firm 
was started last April. The other day 
it incorporated for $40,000 and moved 
to 505 Washington Street. 


WOUNDED MEN 


Lynn Shoe Trade School Doing 
Valuable Training Work 


A class of wounded soldiers is study- 
ing the theory and the practice of shoe- 
making in the Lynn Shoe school. The 
Federal Education Board and the Red 
Cross send the soldiers to the school. A 
number of them made shoes before the 
war; some were lasters or some were 
cutters. Perhaps they cannot follow 
their customary calling now, because of 
their wounds. So they are being taught 
a new branch of the trade, which they 
may pursue in comfort, as well as being 
profitable. 

The school is doing great work for 
the wounded soldiers. 


NO MORE SINGLE-PAIR ORDERS 


A Lynn Firm Will Hereafter Handle 
Only Case Lots 


A Lynn firm has notified its customers 
that it will hereafter accept no special 
orders calling for single pairs of shoes. 
It will not even accept custom orders. 
Yet in times gone by it has made many 


‘thousand pairs of shoes on special 


single-pair orders. It will handle only 
orders for case lots of shoes until its 
production once more runs ahead of the 
demand for its shoes. 


CUT STOCK PLANT 


Hilliard & Merrill, Inc., Are to 
Build in Lynn 


Lynn is to have a big cut stock plant. 
Hilliard & Merrill are to build it. Mr. 
Merrill, head of the firm, has bought a 
large portion of the Phillips estate, in 
East Lynn, close by the factory of the 
Herrick Shoe Company. Contractors 
started last week to build a warehouse 
onit. Later, a cut stock factory will be 
built. 

Mr. Merrill bought, the first of 
the month, the Tapley factory, 206-210 
Broad Street, Lynn, in which Hilliard & 
Merrill will presently do their manu- 


facturing. ’ 
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Kid Just Like A 
GLOVE! 


SATIN KID 


Obtainable only through our process. 
Made in McKays, Welts and Tums 


in all Styles and Patterns 


THE VAL DUTTENHOFER SONS CO. 


CINCINNATI, OHIO 
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This curve de- 
scribes the in- 
crease in Korzole 
sales during the 
months of 1918 
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= HIRTEEN MILLION pairs of soft, strong, comfortable Korxole 
a innersoles. That was the record of Korxole for 1918. 

2 Scattered widely over the country were thirteen million men, women 
a and children who enjoyed the many comforts of Korxole innersoles. 
= Innersoles—always smooth and yielding to the touch, never hard nor brittle. 
2 Innersoles—continually dry, never damp nor soggy. Innersoles—that always 
Qo hold their shape. 

= These were the features noticed by the thirteen million people who wore 
a Korxoled shoes last year. 

= During the coming months larger numbers will call for Korxoled shoes. Are 
5 you providing for this demand? Are you specifying Korxole in some of your 
= lines of shoes? Do so in your next order. Offer your trade Korxoled footwear 
= and give them the maximum value for their money in innersoles. 
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We will gladly send you: “What Does the Public Want?” and a sample— 
free upon request. 


Armstrong Cork Company, 132 Twenty-third Street, Pittsburgh, Pa. 
Branches in the Principal Cities 


eee Te Tee eT Tie iis 
= Distributors in New England for Korxole and Allied Products 


ARMSTRONG CORK PRODUCTS COMPANY 


bo 403 Shoe & Leather Building, 207 Essex Street, Boston, Mass. 
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= ‘“‘The Flexible Cork Innersole That’s Built Into the Shoe’’ 
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SPARTAN FOOTWEAR 


For Girls—In-Stock Styles A 


Showing the three lasts on which our in- 
shoes are built. 


Gun Mest ign co uc, | DACON-ROLLINS Ste see 

McKay Welt, yy a rown Lotus, » ae Gat, Lace, 
Ue ei COMPANY Bieta cea 
8ik- St, Spring Heel, D-E.83. 75 811, Heel, Di 94:50 


Style 543 " Style 684 
Growing Girls’, as 545, except Successor to George F. Daniels Corp. Growing Girls’. as 584, except 
last. 


made on on 99 last. LYNN, MASS. made on 99 
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WARM FEET 


OOuBLE 
CUSHION HEELS 


HIGH GRADE 
LEATHER 


“The Dayton” Foot-Warmer Insoles Feel Fine 
THEY MAKE A DIFFERENCE AT THE END OF THE DAY. 


Besides the unsurpassable quality of these foot- Those working out-of-doors during the wintry 
warmer insoles, they are guaranteed to keep the feet weather will be especially pleased with the comfort 
warm and dry, thus producing Health and Comfort. obtained through the use of a pair of ““The Dayton” 
Foot-warmer Insoles. 

THEY FIT ANY SHOE. 


SAMPLE PAIR SENT ON REQUEST. 


A patented chemical composition constitutes its 
power to warm, by stimulating the circulation of 
the blood through the soles of the feet. 


DAYTON INSOLE CO. - 123 Mill St., Dayton, O. 























Nov. 22, 1919 BOOT AND SHOE RECORDER 


ee i 





Here They Come 


STOCK SHOE DEPARTMENT vmaiey 
All Orders for SHOES IN STOCK Shipped WITHIN 24 HOURS After They are Received 


“This is an opportunity that should appeal to every retailer today’’ 


TWENTY-FIVE STYLES OF BOYS. GENTS SHOES IN STOCK 


IN TANS AND BLACKS-GOODYEAR WELTS AND McKAYS 








WATCH THE PAGES - ae 
FINE GOODYEAR |] THE EXCELSIOR SHOE C0. / “IN STOCK CATALOGUE Ii] HIGH GRADE 


McKAY WELTS 





WELT DRESS SHOES 





WE HAVEA STANDING MAKERS OF THE 
REPUTATION FOR THE es ee ORIGINAL BOY SCOUT 
WEARING QUALITIES SHOE. NOTE THE SOOUT 
OF OUR SHOES ea we COIN ON EACH PAIR 


No. B350 No. S11 
- Brown Russia Bal, McKay 


Gun Metal Bal, Good: Welt, Sizes 1 to 6 Boys’. 
year ,Welt, ice $5.50 ee “price $4.85 |°  - |i] OUR STYLES AND 


ice $5.50 
LASTS ARE THE LATEST 

















THE FINEST VALUES 
MODERATE PRICES 











A PAGE FROM OUR NEW STOCK SHOE CATALOGUE 
NOW GOING OUT 


LOOK AT OUR STOCK SHOE CATALOGUE TODAY. If you do not have one 
write and we will send it by return mail- size your stock and send your order today. 


The Excelsior Shoe Co. 
Portsmouth, Ohio. 
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Never did the general run of outdoor workers demand 
more service and comfort from their rubber footwear. 


Never were there so many men to supply. 


Never has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 

can buy. 


Prepare for the call of the many 
men in your locality who read 
our educational advertis- 
ing on “U.S.” Rubber 
Footwear in publica- 
tions that reach 
more than 
6,000,000 
outdoor 
workers. 
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BOOTS AND SHOES 


Scarcity Noted and Manufacturing 
Handicapped 


The long, cold rains which visited the 
whole eastern section of the country 
during last month and the first half of 
November brought a realization of the 
severity of the rubber footwear situa- 
tion, as regards supply and production. 
The calls for light rubbers by retail shoe 
merchants revealed the fact that job- 
bers who usually were well stocked up 
at this season of the year were short of 
goods, were running out of sizes, and in 
some lines their stocks were “shot to 
pieces.”” Meanwhile, they were clamor- 
ing for deliveries of goods ordered from 
the manufacturers months ago. While 
some salesmen for producers professed 
themselves willing to accept orders, 
provided no date of delivery was guar- 
anteed, it is doubtful if any order given 
a manufacturer at this time would 
stand any chance of being put into the 
works before the beginning of next year. 
Every rubber shoe factory in the coun- 
try would take on more help, provided 
such help could be obtained, and most of 
them continue advertising for workers, 
and offering applicants good pay while 
learning the trade. 


TENNIS LINES 


Factories Busy with Orders Still 
Coming In 


The tennis situation is to some extent 
the same as in rubbers, but is not so 
acute, as the season for consumption is 
several months away. However, the 
companies making these goods have 
orders likely to tax their, capacity to 
fill, and it is noted that many of their 
customers are insisting on deliveries one 
or two months earlier than is usually 
the case. 

All signs point to an _ extraor- 
dinary consumer demand next Spring 
and Summer, for all kinds and qualities 
of these goods, from the common low- 
priced “sneakers” to the handsome 
ines now being made to compete with 
the artistic productions of the leather 
shoe factories. 


The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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CRUDE RUBBER 


Spot Stock More Plentiful, 
Prices Hold Steady 


The landing of cargoes since the long- 


But 


shoremen’s strike was settled has re-~ 


lieved the stringency of the situation, 
and prices softened a little, only to 
steady again on advices from London 
and Singapore. While a fair amount of 
trading has been done, there seems to be 
little tendency to speculate, possibly 
because of the financial situation. First 
latex pale crepe is held at 54%c for 
spot, or to arrive during November and 
December, but the usual difference of 
lc between this and smoked sheet is 
reduced to Mc, the latter firm at 54c 
for spot or forward, while quotations to 
arrive, for the whole of 1920, are 55c 
and 54léc, respectively. With prices 
at Singapore 3034d these quotations are 
below a parity at present exchange 
rates. While prices are somewhat 
higher at Amazon primary points, Para 
quotations are steady on all grades, 
with some scarcity reported in spot 
coarse and caucho ball. 

Later—the market for plantations has 
receded, and first latex pale crepe is 
now 53c, ribbed smoked sheets 52%c; 
both these prices being for spot and 
forward to June, 1920. 

We quote spot prices: 

First latex pale crepe....... ; 
Smoked sheets 

Brown Crepe 

Upriver fine para........... 
Islands fine 

Upriver coarse 

Islands coarse.............. 
Caucho ball upper.......... 
Caucho ball lower 


Centrals and Mexicans 
ap ing (20 per cent mois- 


ture).. ..25@.27 


SCRAP RUBBER 


Dealers Reducing Offers to Collect- 
ors 

Reclaimers have been buying with 

somewhat more liberality than for a 

long time, and for a part of a week sell- 


PODDDDADLDAADEAIAODAADRRUDDADDASAADDEAIIAATA)! 
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ing prices of the dealers were firm and 
higher. Later the demand eased off 
and while prices to customers are held 
the same with reasonable firmness, 
dealers are reducing their offers to col- 
lectors, with the result that there is 
little uniformity in the market. Dealers 
in Boston are reported offering $7.75 to 
$8.00 per cwt. for scrap boots and shoes, 
while other dealers quote $7.40 to $7.50, 
according to size of lots. The same 
discrepancy is noted in the New York 
market where the margin ranges from 
$7.50 to $8.25. Under such diverse 
quotations it is evident that the market 
is unsettled, though the tendency is 
again downward. Collectors are not 
anxious sellers, evideatly expecting that 
cold weather will bring a better business. 
Trading is quiet, and most transactions 
are of the nature of filling contracts. 
Fair quotations in all markets are $7.50 
to $8.00 for boots and shoes; $6.25 to 
$6.75 for trimmed arctics and $5.25 to 
$5.75 for untrimmed arctics. 


The Employes’ Part 


In Good Advertising and Good 
Salesmanship 


At a recent meeting of the Progressive 
Club, which is the employes’ organiza- 
tion of the O’Connor & Goldberg Stores, 
Chicago, the big topic under discussion 
was ‘‘What can we do to make the busi- 
ness of the stores bigger and make the 
service to customers more efficient?’” 
The discussion centered on two points, 
Good Advertising and Good Salesman- 
ship. The 160 odd employes of this 
concern who attended the meeting 
devoted themselves enthusiastically to a 
discussion of progressive methods of 
improving the salesmanship end, as well 
as the advertising end, of the concern. 

The spirit of co-operation and mutual 
good will existiag between the firm and 
the employes is one outstanding feature 
which has as much as aay other feature 
promoted the growth of this coacern 
trom one small store at its inceptioa to 
seven large stores at the present time. 

Julius Wolf of the State Street men’s 
store was elected president of the O. G. 
Progressive Club for the ensuing year. 
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Womens Fine Welts 


Our customers often tell us 
we put into Watson Shoes 
that ‘indefinable something'in 
style and makeup that distin~ 
= really fine footwear 
rom the ordinary kind. 

But itis a definable“some- 
thing? It is made up of scrupu- 
lously careful selection and test- 
ing of lasts; of patterns drafted 
and fitted with exactness; of er 
ment in determining materials; 
of precision in sewing the parts 
together; of skill in lasting; of 
art in finishing. 
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A GOOD MOTTO 


Lived Up to by W. W. Coe, Traveling 
Ohio 

For twelve years W. W. Coe, famili- 
arly known as “Bill’’ among his trade, 
has been selling Graham-Bumgarner 
shoes in Southeastern Ohio. 

In that time he has seen the Graham- 
Bumgarner factory develop from a few 
machines in one corner of the third 
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floor of a jobbing house to one of the 
largest producers of men’s work and 
semi-dress shoes in the Middle West. 

Faith in the shoes produced and in the 
integrity of the organization behind him 
has been the incentive that has en- 
abled Mr. Coe to constantly increase his 
sales and enlarge his circle of friends 
among the merchants of Southeastern 
Ohio. 

Bill’s motto is, “‘Make your customer 
your best friend,” and no shoe traveler 
covering that territory will probably go 
further out of his way to accommodate a 
customer than Mr. Coe. Asa result, no 





Travelin; Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


ET 


other traveler is held in higher regard 
among the trade than affable, genial 
Bill Coe. 

An Endorsement 


He says: ‘‘Graham-Bumgarner qual- 
ity backed by ‘Recorder’ advertising 
makes a combination that can’t be 
beaten. The good merchants have 
faith and confidence in both the shoes 
and the ‘Recorder,’ and that’s why they 
are all glad to see me and glad to see the 
‘Recorder.’ ”’ 


*“*WHEEL HORSES’”’ 


J. F. Carnahan Travels His Native 
State—Kentucky 


Already considerably ahead of any 
former season’s sales, J. F. Carnahan, 


J. F. CARNAHAN 


Kentucky and Ohio representative for 
the Nunn, Bush & Weldon Shoe Co., 
will have a great total by the trip’s 
close. From farm boy to part owner 
in a store, twelve months later he be- 
came sole owner. Turning to road 
selling, he later took a line of shoes. 
“T then found,” said Mr. Carnahan, 
“that Nunn-Bush shoes were the best, 
so I secured them for my old State, since 
which time my business has steadily 
increased.”” Mr. Carnahan is the em- 
bodiment of good nature. Jovial, ex- 
perienced and a hard, fast worker, 
whose hobby as a Kentuckian is natu- 
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rally the ponies, he finds great pleasure 
in his chosen vocation, ably represent- 
ing his house in his native State. 


EX-SERVICE MAN 


Hoagland in Eastern Oklahoma and 
‘Northern Arkansas 


William W. Hoagland represents the 
Footwear Division of the United States 
Rubber Company, Kansas City, in East- 





Se SSNs cose nee ree eee} 











DVR aL ORS een ee eV eee EREES) 


—— —— ° + ss a 





W. W. HOAGLAND 


ern Oklahoma and Northern Arkansas. 

Mr. Hoagland writes: “Oklahoma 
conditions are very favorable. Northern 
Arkansas crops are very poor, especially 
the cotton crop. On account of the loss 
by rain of so much cotton, a good many 
farmers have lost considerable money. 

“I have been on the road for a little 
over three years. My home is in 
Kansas City, Missouri, but I was born 
in Kentucky, where I lived up until 
1912, then in Kansas City. I was with 
the 89th Division on this side, later 
stationed at Fort Riley, and then con- 
nected with the 10th Division.” 
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“ CLAREMONT ”’ 


Style 1512 


Cherry Chrome No. 1 Side 
Perforated Vamp 
5 to 11 ' AtoD 
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HE well-equipped in-stock department is a real salvation to the 

average retail shoe dealer today. 

Each business day finds our Distributing Headquarters in 
Chicago pressed with sizing-in orders from Bates Dealers, old and 
new. 

And we are filling those orders. 

In good service rendered our dealers they and we are benefiting 
now from our close study of and preparation for the present retail 
situation we foresaw months ago. 


Have you had the Bates Fall Stock 
Catalog? We'll gladly send it. 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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MOORE-SHAFER MEN 


Returning with Big Selling 
Records 


The salesmen who daily pack and 
unpack their lines of “Ultra” shoes are 
in from their territories and the Moore- 
Shafer shoe factory is fairly alive with 
these men who have made big selling 
records the past season. Herbert Lane, 
who travels in New England; W. H. 
Gillett, who makes Pennsylvania and 
Ohio; L. B. Shafer, who covers Iowa, 
Nebraska, Minnesota and Colorado, are 
all home checking up their orders 
and planning big things for next 
year. 

In order to avoid any delay in pro- 
duction the Moore-Shafer Shoe Manu- 
facturing Company will soon manu- 
facture all of the wood heels used on their 
shoes. Expert wood-heel makers have 
been engaged and new machinery 
installed. 


W. W. ARROWSMITH 


Travels Iowa for Arrowsmith Manu- 
facturing Company, Inc. 


W. W. Arrowsmith will travel Iowa 
for the Arrowsmith Manufacturing 
Company, Inc. 

Mr. Arrowsmith has recently secured 
his discharge from the United States 
Navy and has spent the intervening 
time in the exhaustive study of ortho- 
pedic appliances. 


IN NORTH CAROLINA 


W. T. Winstankley Reports Mer- 
chants Buying Freely 


W. T. Winstankley represents the 
Huntington Shoe & Leather Co. in 
North Carolina. ; 

Mr. Winstankley writes to the “Boot 
and Shoe Recorder” as follows: “I find 
conditions in my territory good, it being 
my first trip, the merchants as a whole 
buying freely for immediate and future 
wants. Previous to my present affilia- 
tion I was on the road about 15 years 
for a paint and varnish firm. This is my 
first season as a shoe salesman, but I 
have sold my season’s quota.” 


IN MISSISSIPPI 


Hammer Represents Nunn, Bush & 
Weldon Shoe Company 


W. L. Hammer represents the Nunn, 
Bush & Weldon Shoe Company in 
Mississippi. 

“Business has been good,” writes Mr. 
Hammer; “there is a fine crop of cotton 
in this State and it is bringing a good 
price. The business is here for anyone 
who can deliver the goods.” 
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Chicago 


MILDNESS OF WEATHER 


Only Factor Which’ Prevents a 
Capacity Business 


The weather that Chicago is now 
having was never intended to establish 
record-breaking trade of Winter mer- 
chandise. Instead of the cool, brisk 
atmosphere that should be hovering on 
the verge of snow and ice and frigid 
temperature, there has set in a siege 
of mild weather which is only oc- 
casionally interrupted by a single day 
of coldness. This condition has a very 
disquieting effect on business, partic- 
ularly that business which has to de- 
pend upon Winter to dispose of season- 
able merchandise. The weather is the 
only factor which now keeps the shoe 
stores of Chicago from doing a capacity 
business. Low shoes can be seen every- 
where, not only on women, but also on 
men. Some of the days have been so 
mild that even spats were discarded, 
women appearing on the streets in 
oxfords and pumps, with apparent 
comfort. The merchants are confident, 
however, that once there sets in real 
cold weather which is consistent with 
this time of the year, all the pent-up 
buying force of the people will begin to 
let loose, with consequent record-break- 
ing business. 


FANCY FOOTWEAR 


Sales Increasing as Social Season 
Draws Near 


As the height of the social season is 
drawing near, the demand for dainty 
and appropriate pedal adornments is 
growing larger. The higher class stores 
in town who make a specialty of han- 
dling party slippers and other dress foot- 
wear report big sales for this class of 
merchandise in the past few weeks. A 
few are making special efforts to get 
this class of business by various ad- 
vertisements and other types of pub- 
licity. 

WHOLESALE TRADE 
Mail Orders Are Coming in Satis- 
factorily 


The wholesale market this week 
showed no material improvement over 
the previous week. Mail orders are 
coming ip very satisfactorily from all 
sections of the South and Middle West. 
Salesmen too are sending in fairly good 
sized orders for immediate delivery, 
for men’s, women’s and children’s 
shoes. Salesmen for a few of the 
larger local wholesale establishments 
are beginning to arrive in Chicago and 


are through with this season’s trips 
intending to remain in town until after 
the first of the year. These men, whose 
territories are widely distributed, all 
say that all communiiies in their 
territories are examples of the best kind 
of prosperity, which is being felt by the 
people as well as by merchants. 


W. T. GAUL WITH 


P. J. Harney Shoe Company in 
Chicago 


W. T. Gaul has become affiliated with 
the P. J. Harney Shoe Company and has 
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(Photo by Bachrach) 
W. T. GAUL 


established his headquarters in Chicago 
where he will act as resident salesman 
for his firm in the surrounding States. 
Mr. Gaul comes to the P. J. Harney 
Shoe Company with a wide acquaint- 
ance among the buyers of the country, 
through his former connection with the 
Daniel Green Felt Shoe Company, for 
which house he has sold both the job- 
bing and the retail trade in New Eng- 
land, New York State and in the South. 


- The past season he sold the retail trade 


in Michigan and Indiana. 

Mr. Gaul reports that the conditions 
throughout the country are excellent 
and he anticipates a most satisfactory 
Fall and Winter, 1919, for the P. J. 
Harney Shoe Company “‘in-stock’’ line. 
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LWAYS a step ahead, we have g¢ 

just snapped up 15,000 pairs 5 50 
s 


of these fine 








Welt Shoes for Men, 


and it’s up to you to get your bid 
in quick if you want some. 


No. 408 


Men’s Chocolate Side English 
Bals, Seamless, Blind Eyelets, 
Goodyear Welt, Rubber Slip, 
Fair Stitch. 


Sizes: 514-7, 6-9, 6-10, 6-11. 


Price $5.50 


Men’s Chocolate Side Blucher, 
Whole Quarter, Goodyear Welts, 
Rubber Slip, Fair Stitch. 


Price $5.50 Sizes: 6-9, 6-10, 6-11. 


Sold in 24 Pair Case Lots Only 


SAMUEL COHEN 


‘‘The House That Undersells’’ 


Boston, Mass. 
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IN WISCONSIN 


Smith-Wallace Shoe Company 
Open Office at Madison 

The Smith-Wallace Shoe Company 
of Chicago have opened a sales office at 
Madison, Wisconsin, in charge of Ed. 
Trench. It is located in the State Bank 
Building at 9 South Pinckney St. This is 
the first wholesale office for selling shoes 
to be opened in Madison. 


FACTORY ENLARGEMENT 


Of the J. P. Smith Shoe Company 


The J. P. Smith Shoe Company, 
manufacturers of men’s shoes, are 


enlarging their factory at 671 N. 
Sangamon Street. The first floor of the 
extension has been erected and work 
is progressing in good shape. The pur- 
pose of the new plant is to make a 
substantial shoe on a popular last for 
young men. They intend to standard- 


_ize in order that they may put out a 


shoe at a reasonable price. The floor 
space of the new factory will be ap- 
proximately 35,000 feet. The output 
cannot be definitely ascertained, but 
it is the intention of the manufacturer 
to eventually add 3,000 to 4,000 
pairs per day to the present produc- 
tion. 


Boston 


THE RETAIL TRADE 


Heavy Buying in the Local Stores 
on High Shoes 


The past week has been a particularly 
good one for the retail shoe stores. 
Cold weather acted as the stimulus— 
it made the public think of high shoes, 
rubbers and other Winter equipment, 
and they acted by purchasing heavily. 
Up to the last few weeks high shoes 
had not noved strongly, especially in 
women’s lines. Spats’ and low shoes 
were the popular sellers. All that was 
needed was a slight flurry of snow and 
Winter trade will begin in earnest. 


THE WHOLESALE TRADE 


General Report Is “‘Quiet at the 
Present Time”’ 


A survey of the wholesale shoe trade 
of the city shows that business is quiet 
at the present time. Many of the retail 
shoe merchants of the country are 
evidently pretty well stocked up for 
Spring, Summer and Fall, 1920. A 
visit to one of New England’s retail 
shoe stores revealed the fact that this 
merchant had bought his entire quota 
of white goods for the Summer of 1920. 
A call on other retail shoe merchants 
brought forth the information that 
they had stocked on high shoes for 
Spring and Fall 1920. 


AT THAYER McNEIL COMPANYS 


F. E. Porter Busy with Convention 
Program, 1920 


F. E. Porter, merchandise man for 
Thayer, McNeil Company, is extremely 
busy these days—but not particularly 
with business for his firm, strange as it 
may seem. The major part of Mr. 
Porter’s efforts are devoted to the 1920 
Convention. He is chairman of the 
Program Committee and almost every 


moment of his time is employed in the 
arranging of the details of the inter- 
esting events that will take place from 
January 12 to 15. 


ABSOLUTELY THE BEST 


Each Month’s Business Exceeds 
Corresponding 1918 Period 


Business at the store of Thayer 
McNeil Company for the present period 
is far in advance of the corresponding 
period of 1918. “In fact,” says Mr. 
Porter, ‘‘each month’s business, both 
in pairs and in dollars, exceeds the 
business for the corresponding month 
of 1918. At the present time, oxfords 
and woolen stockings for women are 
selling heavily. The past few days of 
cool weather brought with it a big 
demand for women’s boots, and big 
sales have since continued on this line.” 


AT T. E. MOSELEY CO. 


Oxfords and Spats Still the Heaviest 
Sellers 


At the store of T. E. Moseley Co. 
Buyer Charles E. Wirth, who is also 
in charge of the women’s shoe de- 
partment, reports that oxfords and spats 
are still the heaviest sellers. 

Mr. Wirth states that the boots are 
moving well and all that is needed are 
cold days to stimulate this selling. 

“Buckles are going very well,” said 
Mr. Wirth, “in bronze, jet, or cut steels 
for afternoon and street wear. Rhine- 
stones are big sellers for evening.” 


J. H. WOODBURY BUSY 


As Chairman of 1920 Convention 
Hotel Committee 


J. H. Woodbury, manager of the 
men’s department of T. E. Moseley 
Company, chairman of Hotel Committee 
of the 1920 N. S. R. A. Convention, 


* floor.” 
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reports that he is fairly swamped 
with work, so much so that he scarcely 
has time to attend to his store duties. 

He has a suggestion to make to all 
who contemplate attending the con- 
vention; namely, that they refrain from 
sending him “blanket orders” for 
accommodations; for instance one order 
read “Please reserve for us (naming one 
specific hotel) 50 rooms, all on one 
Tn other words he would like to 
have all put themselves in his place and 
consider the situation as if the conven- 
tion was to be held in their own particu- 
lar city. Mr. Woodbury says that 
despite handicaps his committee will do 
their very best to house the delegates 
according to specifications, but that 
their best will be at a much higher 
standard if they liave the co-operation 
of all visiting shoe merchants. 


JAMES E. O’HARA DEAD 


Formerly Connected with Leather 
Firm of Howes Brothers 


James E. O’Hara, for many years 
identified with the shoe and leather 
industry, died recently at his late 
residence, 66 Bassett Street, Salem. 
Death followed a year’s illness due to a 
nervous breakdown. Mr. O’Hara was 
born in Salem 53 years ago and started 
to work at shoemaking in 1875. Later, 
he started in with a brother to manu- 
facture shoes, continuing until 1896, 
when he retired from the shoe business. 
Later still he started the Pennsylvania 
Tanners. Until 1914 he represented 
this firm in the Western section of the 
country, when the business was sold 
to a large CHicago concern, which 
came East and connected with the 
Tanners’ Cut Sole Company, now owned 
by Howes Brothers, Boston. Up to 
the time of his death he was con- 
nected with the latter firm. 


ON DISPLAY 


Foreign Leather at Lynn Chamber 
of Commerce 


The samples of Argentine and French 
leather which were on exhibition at the 
Boston office of the Tanners’ Council 
were last week on exhibition at the 
Peabody Chamber of Commerce and 
this week will be forwarded to the Lynn 
Chamber of Commerce, to be exhibited 
at that place. 


A “RECORDER” VISITOR 
L. di Benedetti, Our New Orleans 
Correspondent 


Another visitor to the Bos- 
ton office was our New Orleans 


(Continued on page 121) 
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TWO TONE BOOTS IN-STOCK 


Gray Buck, Mouse Kid and Cloth Tops 


THE SEASON’S BEST BETS! 


433—Patent Lace, 7 Kid Top, Lea. 
Louis Heel, McKay, A-D $7.00 
469—Hav. Br. Kid, 9” Lace, Mouse Top, Lea. 
* Louis Heel, Welt, A—D $8.00 
411—Hav. Brown, Kid Lace, Mouse Kid Top, 
Lea. Louis Heel, $8.00 
407—Patent 9’ ig Gray Buck Top, A- 2 
$6.5 
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427—Black Kid 9’ Lace, Gray Buck Top, 
- $6.50 
415—Havana Brown 9” Lace, Brown Buck 
Top, A-D $7.00 
446—Black Kid, 9’’ Lace, Gray Clo. Top, 
Lea. Louis Heel, A- $5.25 
453—Battleship Gray, 9’ Lace, Gray Clo. 
Top, Louis Heel, A~D $5.00 
449—Hav. Bro. Kia, 9” Lace, Bro. Clo. gr: 
Lea. Louis Heel, A-D 6.00 
Similar Styles with Military Heels. 


ee ae ae ee ee 


— = os 





we 
OI 


ah = 487—Mouse Kid, Button (milo), Im. Tip, 
Style 498 - Cov. Louis Heel, A-D $9.00 Style 488 
: os Kid, 9” Lace, Pl. Toe, Lea. Louis tyte 
1, Welt, A- 8.00 
493—Patent Lace, Mouse _ Kid 492— Gray " Kid, 814” Lace, Im. Tip, Miltary $88—Mouse a 9” Lace, PI. 
Top, Lea. Louis Heel, Welt, Heel, Welt, A—D $8.09 10e Cov uis Heel, a2 


564 ATLANTIC AVENUE 


THE BOARDMAN SHOE CO. BOSTON, MASS. 
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Up-to-date in Style 
Reliable in Quality 


255 Boys’ Brown Bal. West Point toe 
257 Boys’ Brown Bal. Plaza toe 

259 Boys’ Tan Bal. English toe 
269 Boys’ Gun Met. Bal. West Point toe 
271 Boys’ Gun Met. Bal. Plaza toe 

275 Boys’ Gun Met. Bal. English toe 
354 L. M. Brown Bal. Newton toe 
374 L. M. Gun Met. Bal. Newton toe 


et tt raat 
RRnnarsss 


Exeter Last Last 
(Little Men’s) (Little Men’s) 


MARSTON & BROOKS CO. 


Manufacturers 
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Uérrect Dodg e 


FOR ALL OCCASIONS 


I N STOCK Stock No. X289—Patent Leath- 


er Plaza, 2%-inch Full Louis 
Wood vered Heel. Price 
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2-5 = $6.50 
Stock No. X288—Same in Dull 
Calf. Price $6.50 
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Stock N 
pra ey pr er eyelet Oxlord, DH inch 
er ra, -inc u is Full 
Wood Covered Heel. Price ae Louis Wood Covered Hed. 
Stock No. X252—Same in Dull 
Calf. Price $7.00 


BN 
LN 
~— 
favs 


PIT eL™ 
Basal 
ARARZ 


U 
<7 
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these Stock Numbers are especially high 

quality pumps with grain leather counters and 
shanks and silk grosgrain French cording, stitched 
with silk throughout. 


A) 


W would call your attention to the fact that 


ARARARARG 


These pumps are made for the dealer. who does not a een 


want to scrimp his customers and who wants to give Leather Plaza. 144 inch Baby 
Louis Wood Covered — 650 


them real quality. TUBS Goterscteenst ; 


ZA 
RARARARARA 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bidg. 
Great Northern Bidg. sd 
Montgomery. Ala. Kansas City, Mo. Philippine Islands 
20 Galena Ave. 537 Ridge Bldg. 304 Roxas Bidg., Manilla 
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All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25 cents a pair extra 
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You will like the ‘‘Salvo’’ shoe 
for it possesses the features 
that make sales certain and 
profitable. It’s a line above 
the commonplace in every 
particular. We have no 
competition for there’s no line 
on a par with “Salvo’”’ shoes. 
Why not get into an exclusive 
class in shoes for children, 
misses and growing girls? 








No. 100—Growing 
Girls’ Tan 8-in. Lace, 
Military Heel, Welt, 
2% to 7, A to D. 
No. 200—Same in 
Gun Metal. 


Model No. 100 


READY TO SHIP 


No. 300—Misses’ High Cut 
Tan Lace, Broad Toe, Per- 
forated Vamp and Tip, Welt, 
11% to 2, Bto D. 

No. 340—Same with Spring 
Heel, 8% to 11, C to D. 
No. 400—Same in Gun Metal, 
11% to 2, Bto D. 

No. 450—Same as No. 400, 
8% to 11, Cand D. 


KUHN-PAVORD-WILKS 
SHOE COMPANY 
HARRISBURG - - PENNSYLVANIA 


Moire Silk 
Top-Turns 
In Stock NOW 


The big call now is 
“Moire Tops quick”’ and 
here they are awaiting 
your need. Brown Kid 
Vamp with Brown To 

or Patent Vamp with 
Grey, Black or Mouse 
Tops. Covered Full 
Louis Heels and other- 

wise Right. 


Get a Book 
Today 


$7.50 


and 


$8.00 
“ ~ if 
a! 


BLEECKER SHOE CO: : 
JHE LIVE WIRE HQUS.—— 
NOVELTIES & STAPLES 


WOMENS -MENS-BOYS-GIRLS 
148 150 Duane Srreer 


NEW YORK, NY. 








TRUFIT 


Nov. 22, 1919 











SPATS 

















are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 


Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices? 


Laing, Harrar & 
Chamberlin 

43 North 3rd St. 
Phila. 
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IN-STOCK 


for 


AT ONCE 
DELIVERY 


A184—Black Kid 


A140—Hav. Bro. 
Lace 


Kid Button 


HARNEY STANDARD STYLES 


FOR AT ONCE DELIVERY 


A 126—Pat. Vamp 9” Lace, Mat Cab. Top, 18-8 LL. Heel, AtoD $6.50 
A 155— ‘“ as: 8 ‘* Fawn Cloth Top, 19-8 LL, Heel, AtoC 6.50 
A 148—Mat Kid, 81%” Pearl Button, 19-8 LL. Heel, AtoD 7.75 
A 138—Black Kid, i Lace, . Heel, AtoD 8.50 


A 149— “ “ak . Heel, Band D_ 8.50 
A 184— ‘* “c a il. Heel, AtoD 8.50 
A 139—Hav. Brown Kid, 9’’ Lace, - Heel, AAtoD 9.00 


A 140— << 3" Pearl Button, . Heel, AtoD 9.00 
A 151—No. 14 Russia Calf, 9” Lace, . Heel, AtoD 7.75 


A 152— “ <“ Heel, AtoD 7.75 
A 154—No. 18 Gray Nubuck, 9” Lace, 19-8 Full Louis Wood 


Covered Heel, AA to C 8.50 


In-Stock Terms 2-10 Net 30 if closed by Open Account, and 
with an extra 30 days’ dating if closed by Trade Acceptance. 
West of Buffalo 10 days extra, Denver to the Coast 20 days extra. 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 


Boston In-Stock Department 78 Lincoln Street 


1. = Shoes You Order Hre the Shoes You Get 4 
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No. 1736 


TAN EUREKA 
STREAMLINE LAST 


Now In Stock 
A-B-C-D-Wide 
$7.35 





A NEW SHOE 
IN OUR STOCK 


A SPLENDID-LOOKING, 
long-wearing, moderate- 
pric> Marion Shoe on our best 
selling last, the Streamline. 
Just added to our stock and 
plenty now on hand to meet re- 
quirements promptly. 





Fill your immediate needs from 
our stock. Our WESTERN 
UALITY and EASTERN 
TYLE builds business for you! 


Marion Shoe Co. 
Marion, Ind. 
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"Yess. ” DISTINCTION! 


= ALK-CROFT” is not an 

imitation. It is a distinctive 
process covered by our exclusive 
patent. 


HROUGH its use we have 

taken the leadership in produc- 
ing an article to meet that huge 
demand for satisfactory, stylish, 
footwear at reasonable prices. 








HY not have one of our 

salesmen explain this process 
to you? As they are now on the 
road, a postcard will bring one to 
your store. 


13 wanwoon ST. BANCROF » i WALKER COMPAN Y ee OFFICE 


404-5 
en MAKERS OF SMART SHOES FOR WOMEN 


RICE BUILDING 
“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 














116 BOOT AND SHOE RECORDER 


Keeping Up Demonstration Week Profits 


Practical Suggestions for Keeping Up Profits 
and Interest Stimulated by this Successful Event 


R. SCHOLL’S National Demonstration _ 


Week with its unusual profits and 
interest, has passed, leaving behind it 
a field of interested prospects. 


The action of nearly 20,000 shoe stores push- 
ing their Foot Comfort Service at the same 
time, has aroused such interest that the 
dealer who continues to feature his Practi- 
pedist and Foot Comfort Service will earn the 
benefits of “sticking-to-it.”’ 


Some Helpful Suggestions for 
Grasping This Chance of 
Continued Profits 


1. The relief you have undoubtedly effected 
by scientifically fitting Dr. Scholl’s Appliances 
is of great interest to hundreds of local foot 
sufferers as well as your local physicians. 


Ask your newspaper to publish an account 
of the most interesting of these cases. It is 
news of sufficient interest to get at least a few 
paragraphs, such as the little article shown 
below. 


Local Merchant 
Renders Real Service 


Cronin’s Foot Comfort Service 
Does Good Work 


Mr. J. Cronin of Cronin’s Shoe Store recently com- 
pleted a course at The American School of Practi- 
pedics of Chicago, in the scientific relief of foot 
troubles, and has certainly applied his knowledge to 
good advantage as Mr. John Stevens of Glendale 
can testify. 

Mr. Stevens had been suffering from foot trouble 
for some time, but after being examined and 
treated by Mr. Cronin, he was free from all pains 
and is now on the way to recovery. 

We congratulate Mr. Cronin on his success and 
hope he will keep up the good work. 


2. A letter written to local physicians and 
known foot sufferers will sustain interest and 
mean many new customers. 


‘Noy. 22, 1919 


A Continuous Foot Comfort Display Distin- 
guishes You from Ordinary Dealers 


3. A particular part of your window devoted to the 
continuous display of your Foot Comfort Service 
will distinguish you from Ordinary Dealers and 
attract new trade, both for Foot Comfort and shoes. 


|e 


peng om Ba aon ree Bs: 
/ 7 ett 


A small windowed display tying up to our National 
Advertising ‘and distinguishing you from common 


dealers. 


Write and ask us about any problems you have in 
displays, merchandising, or using our appliances. 
They will be answered fully and with care. 


You can depend on us to help you keep up the good 
work. 


THE SCHOLL MFG. CO. 


213 W. Schiller Street, Chicago, [Il. 


Toronto 
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The Fashionable Footing 
6 bc com uncrowned queens of Fashion — who 


know correctness of dress is largely smartness of 
detail — always wear Lace Shoes. They know the need of slim ankle 
and shapely foot —and the value of Lace Shoes in achieving both. 


To such discerning dressers, DIAMOND BRAND Fast-Color 
Eyelets are the hallmark of Quality shoes. Expected, because they never 


discolor nor tarnish. Respected, because they always outwear the shoes. 


Your shoes should have Diamond Brand Eyelets. 
They will — if you specify DIAMOND BRAND! 


UNITED FAST COLOR EYELET COMPANY 


Boston, Mass. 
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Don't use Doubttul 
White Leather. 

_ Select a White Leather 

Thats Right . ; 

Specity The Whitest White LEVORS. 


G. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE, N.Y 
BOSTON ST. LOUIS 
MILWAUKEE 
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Quiet Trading Rules 


Buyers of Leather Continue Waiting Policy---No 
‘Material Concessions---Neither Tanners Nor 
Shoe Manufacturers Wish to Be Caught 
with Too High Cost Materials 


Business in most lines of upper and 
sole leather are confined to immediate 
needs of shoe manufacturers and buyers. 
Sole cutters are doing an active busi- 
ness and using up considerable sole 
leather. There are few large sales being 
made on contract for future delivery 
as was the case the beginning of last 
season, owing to the expectancy on the 
part of shoe manufacturers that leather 
is going to be still Jower. 

The best grades of upper leather, 
particularly in calf and kid, are far 
above the dollar mark and shoe manu- 
facturers do not like the idea of getting 
caught with high-priced leather on their 
hands in the event of a decline. 


Fear of Decline Holds up Buying 


The same feeling applies to tanners 
who are not keen on stocking up heavily 
with high-priced hides and skins with 
the possibility of a decline later on. 
There is a present slight decline in 
hides, for example, and even though it 
may be but a temporary fluctuation, it 
encourages a hesitancy on the part of 
tanners to purchase and also shoe manu- 
facturers. Side leather is still very high 
in price. Some of the best finishes run 
up to a dollar a foot and more. 


The sole leather market with respect 
to staple and lower grades is lower in 
price in some instances than a year ago, 
but oak sole backs and bends range 
higlter. No. 1 bends a year ago under 
war prices which were 9lc to 92c per 
pound are quoted today at $1.05 to 
$1.15 per pound. No. 2 backs 80c to 
85c a pound a year ago and are now 
quoted at 98c to $1.05 per pound. 

Heavy hemlock B. A. hides are 


quoted 56c to 57c per pound the same 
as a year ago. Plump and spready 
good middles are about 2c less at 54c 
to 55c. Good quality union sole is 
selling at 90c to 92c a pound as com- 
pared with 80c to 85c a year ago. 

The tremendous increase in price 
since restrictions were lifted applies 
principally to the upper leather markets 
in calf, kid and side leathers. 


Heavy Export Business Quiet 
The export business has been very 


quiet in the last month or six months, 
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on account of the low exchange rates 
and English exchange reached the 
record low mark this month. A tre- 
mendous amount of leather, however, 
has been taken out of the market during 
the current year. For the nine months 
ending with September the total ex- 
ports ia leather amounted in value to 
$164,021,807 as against $39,706,668 for 
the same period in 1918 and $56,770,338 
in the corresponding period in 1917. 
The total exports of boots and shoes for 
the nine months ending with September 
were 15,792,263 pairs valued at $53,- 
161,554, and for the corresponding 
period in 1918 9,961,898 pairs valued 
at $24,163,256. 

The total exports of leather and 
manufactures for this period 
amounted in value to $223,907,836 as 
against $67,106,006 for the corre- 
sponding period in 1918. 

Assuming that for the remaining 
months of this year the exports con- 

(Continued on page 123) 


\ Sole Leather 
1910 1918 1919 
Cents per pound 

Hemlock sole, heavy, No. 1.. 25 @26 56@57 56@ 57 
Hemlock sole, seconds, mid.. 23 @24 54@55 —@ 55 
Oak sole, No. 1 bends.. ‘ 45 @— 85@92 1.05@1.15 
Oak sole, No. 1 backs, all welehts.. 43 @— 80@85 98 @1. 05 
RC ee re ee 33@35 84@85 90@ 

I, Eg oie oe okin a. dh-eb deans 80@83 —@ 92 
Oe ee 17@18 17@ 18 
ee er ree 23@25 20@ 27 
Offal, hemlock shoulders.................... 38@40 39@ 40 
A 24@25 23@ 25 
I MII sheicsssnisop aais.qe gitajclvuek bd wo ame 27@28 26@ 29 

Cents per foot 

Chrome, S. A. dry hide, 714 to 10 iron sides... 43@50 60@ 65 
Chrome, green hide, 6 to 8 iron sides......... —@50 —@ 60 


Upper leather quotations are not given owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins. 


1910 1918 1919 
: Cents per pound 
Heavy native steers... 0.5.2... sccccee 163% @17 —@30 —@ 48 
Heavy: MAtive COWS oi. isc is ocd cece 154%@15% — @28 —@ A7 
NN I Rect cs atacaudcdhagsetes wade o> te 13%@14 —@21 —@ 34 
Chicago City calfskins.................. 18 @19% 34@44 70@ 85 
Pea Rina surstciotrndntcdesdvecduoiacahivesie 21 @23 —@34 43@ 46 
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LOUNGING ROOM OF THE 
CITY CLUB -GOSTON 


The fourth of a series of pictures showing places whith 
portray those refined characteristics typical of Marshall 
“Quality Maintained" Men’s Shoes. 
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MODEL 0366 


Marshallized Calf, Major Oxford, 
with Wing Tip, on Smilage Last 
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BOSTON 

(Concluded from page 109) 
correspondent, L. di Benedetti, who 
came to Boston to attend the Amateur 
Convention of the Athletic Union. Mr. 
di Benedetti has charge of the recreation 
work in a section of the South, taking 
in seven States, Louisiana, Mississippi, 
Alabama, Georgia, Florida, Tennessee 
and Texas, with headquarters at New 
Orleans. New Orleans is to have the 
Amateur Athletic Union Convention 
for 1920. : 


A “RECORDER” VISITOR 


Knut Mattsson from Sweden— 
in Boston 


The “‘Recorder’”’ was paid a visit last 
week by Knut Mattsson, whose father 
is head of P. Aberg & Company of 
Gefle, Sweden, wholesale shoes, leather, 
rubber and shoe findings. In addition 
a large retail shoe store is conducted 
there by the Senior Mattsson. A branch 
of the wholesale shoes, findings and 





rubber business is also conducted at 
Orebro, the center of the shoe factory 
district of Sweden. Mr. Mattsson, 
Senior, has beenin the retail shoe leather, 
rubber and shoe findings business for 30 
years. His son, Knut Mattsson, is to fol- 
low in his father’s footsteps, and having 
completed a college course is now in this 
country studying the leather and shoe 
business. On his return to Sweden he 
will take charge of both the wholesale 
as well as the retail business. 


FIGURES ON IMPORTS 


Comparison of Norway’s and 
Sweden’s Buying 

The P. Aberg Company has im- 
ported American leather for 25 years 
from the United States Leather Com- 
pany. Mr. Young Mattsson made an 
interesting statement to the effect that 
only 300 pairs of American shoes are 
imported yearly into Sweden against 
215,000 pairs to Norway. 


Haverhill 


SPEEDING UP PRODUCTION 


Salesman Journeys to Eastern Euro- 
pean Countries 

Visiting Haverhill last week was a 
young salesman for a New York bead 
importing house, which has dealings 
with local shoe manufacturing concerns. 
This representative is sailing the present 
month for Europe for the purpose of 
visiting various localities in Eastern 
countries where beads are made. His 
mission is to speed up the production of 
these goods, in response to demands of 
the trade in the United States. The 
world war caused an almost total cessa- 
tion of the bead industry in Europe and 
its recovery has been very slow. The 
New York salesman, who has made 
two previous European trips, for the 
same purpose as his present journey, 
hopes to accomplish important results 
for the house which he represents. He 
will be absent for several months and 
visit many remote localities where 
beads are made. Their production is by 
hand labor in homes or small shops 
similar to the old-time methods of shoe 
production in New England. The finest 
glass beads are made in this way for 
shoe ornaments as well as for other pur- 
poses, and these are now commanding 
the highest prices in trade history. 


SHOE CONCERN INCORPORATED 


Will Manufacture and Deal In 
Footwear in this City 


One of the newest corporations formed 
to do business in Haverhill is the Sawyer 


Shoe Company, which has been incor- 
porated under Massachusetts laws, to 
manufacture and deal in footwear. The 
capital stock is $20,000. The incorpo- 
rators are: President, Algernon® A. 
Sawyer; treasurer, Simon Glagovsky, 
and J. Bradford Davis. 


NEW WOOD HEEL CONCERNS 
Houses Which Have Begun Opera- 
tions in this City 


The Croston Wood Heel Company 
and the Bailey Wood Heel Company 
are two concerns which have recently 
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begun business in this city, in the pro- 
duction of wood heels. This adds two 
more concerns to the already-large 
number of plants which are engaged in 
the production of this class of goods. 
Haverhill is a leader in this tine and 
makes and sells more wood heels than 
any other city in the United States and, 
indeed, in the world. 


AWARDED MILITARY HONOR 


Member of Trade Receives Recog- 
nition from French Government 


Col. Thorndike D. Howe, former 
Commander of the 101st Field Artillery, 
has been awarded the cross of the Legion 
of Honor of France, for services in the 
war. Col. Howe, who returned a few 
months ago from service overseas, has 
been for several years, engaged in the 
cut sole business in this city as a mem- 
ber of the firm of Howe & Fenlon. Col. 
Howe’s friends in the trade will be 
interested to learn of the recognition 
which his military service has received 
from the French Government. 


SHOE DISTRICT SPREADING 


Trade Overflow from Washington 
Into Merrimac Streets 


Factory accommodations on Wash- 
ington Street and Phoenix Row have 
been stretched to the limit, and several 
concerns have now obtained floor space 
on Merrimac Street. The-.latter thor- 
oughfare, which is practically a continu 
ation of Washington Street, has here- 
tofore been devoted entirely to the 
retail trade. Thus far, factories are in 
the rear of Merrimac Street. Among 
the firms located in that vicinity are 
A. W. Bradley Shoe Company, Kiddie 
Shoe Company, and L. Martin Counter 
Company. 


Brockton 


STOCK ISSUES SELLING WELL 


Good Demand for Investments from 
the Local Public 


The recent issue of preferred stock by 
large shoe manufacturing concerns in 
this city and near-by towns has attracted 
favorable attention from the investment 
public in this city and vicinity. In 
commenting on this, a member of one 
of the shoe manufacturing houses, which 
has recently issued preferred stock, 
said, ‘‘We are receiving a great many 
inquiries, as well as orders, for stock 
from people in this vicinity. In fact, 
the bulk of the sales which have thus 
far been made of our preferred stock 
issue has been to individuals who are 
residents of Brockton or who live a 


few miles away. It would seem that 
people have confidence in these issues as 
a strictly investment proposition, and 
not in any way as a speculative affair. 
The substantial financial standing of 
the shoe manufacturing concerns which 
have issued preferred stock is, I believe, 
of great importance to persons of mod- 


‘erate means who are looking for a 


permanent investment in which their 
principal will be entirely safe.” 


NEW CONCERN FULLY 
UNDER WAY 


Specializing on a Line of Men’s 
Welt Footwear 


Wall, Doyle & Daly, Inc., one of 
Brockton’s newest shoe manufacturing 









STYLE NO. 320 
LAST NO. 112 


A BLACK KID, GOODYEAR WELT OX- 
FORD THAT HAS THE GRACEFUL 
LINES OF A WELL MADE SHOE :: 


STYLE NO. 324 

LAST NO. 112 
BLACK KID COLONIAL 
LEATHER LOUIS HEEL 
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QUALITY 


INBRED IN EVERY PAIR OF JOHNSON BROS.’ 
SHOES IS CAREFUL WORKMANSHIP. EACH 
AND EVERY OPERATIVE IS A SKILLED WORK- 
MAN AND THE BEST OF MATERIALS IS GIVEN 
HIM TO CUT, SHAPE, ASSEMBLE AND FINISH. 
THIS MAKES QUALITY AND QUALITY IS 
WHAT MAKES JOHNSON BROS.’ SHOES 
KNOWN AMONG THE RETAIL MERCHANTS 
OF THE COUNTRY AS THEIR “BREAD AND 


BUTTER LINE.” 








STYLE NO. 329 
LAST NO. 113 


STREET PUMP 
THIS SMART STYLE CARRIES A 
MEDIUM LONG VAMP WITH A 
13-8 HEEL. IT IS A WELT AND IS 
BUILT TO FIT AND WEAR .. .. 


MAINE 
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concerns, which purchased the former 
T. D. Barry Company No. 2 factory, is 
now fully under way in the new plant, 
producing men’s welt shoes. This is a 
specialty product on one last and three 
patterns with a daily production of 
720 pairs James E. Wall and 
Albert Doyle of the concern, who will 
look after the selling end of the business, 
have booked sufficient orders to keep the 
plant running for many weeks. Im- 
provements have been made in the 
arrangement of the plant, all of which 
make for efficiency in production. 
Walls and ceilings in all departments 
have been whitened to enhance the 
lighting facilities. The street floor 
front has been remodeled so that now 
it is practically of glass, thus giving an 
attractive appearance from the outside 
and making splendid daylight facilities 
for operatives. Offices have been en- 
larged and remodeled, and the entire 
plant brought up to date in every detail. 
Superintendent William E. Doyle says 
that shoes are coming through in fine 
shape and that the quality of the pro- 
duction is to be maintained at a high 
standard. 


NEED OF FACTORY SPACE 


Old’ and New Concerns Require 
Accommodations 


With new concerns entering the shoe 
manufacturing field in Brockton and 
older houses increasing their outputs 
of footwear, there is great need of added 
factory space. The Brockton Chamber 
of Commerce is assisting concerns io 
obtain the desired accommodations, 
which, however, are at the present time 
decidedly limited. If a new factory of 
large dimensions was at present avail- 
able in this city, it would be fully occu- 
pied in a very shori time. Several 
building factory plans are under con- 
templation, while ground has been 
broken for at least one large building at 
the south end of the city. Meanwhile, 
several of Brockton’s newer shoe manu- 
facturing concerns are housed in quar- 
ters which they hope will be only tem- 
porary, and that in the near future 
adequate and up-to-date factory spaces 
will be available. 


SCARCITY OF LEATHER 


Difficult to Obtain Adequate Supply 
of Upper Stock 


Brockton shoe manufacturers are 
finding it very difficult, at the present 
time, to secure sufficient amounts of 
high-grade calfskins to supply the needs 
of their production. Upper leather 
buyers are keeping in daily touch with 
the market conditions. They are unani- 
mous in saying that regardless of price 
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there never was a time when good 
leather was so scarce as it is at present. 
At present prices of shoes, merchants 
are justly demanding the best materials. 
Manufacturers are entirely responsive 
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to this demand, realizing the merchants’ 
situation. They are doing their best 
under the most unfavorable circum- 
stances, to obtain saiisfying selections 
of upper leather to go into their goods. 


New Orleans 


FALL SHIPMENTS 


Delayed on Account of Big Strike of 
Dock Workers 


Business down the line is reported at 
a standstill. The big dock strike here 
has caused Fall shipments to be tied up 
on the river front and merchants are 
somewhat alarmed over the situation. 
Present indications, however, point to 
an early settlement. 

The warm weather continues, making 
the sale of high-top shoes a hard propo- 
sition. Many merchants report selling 
low cuts in large quantities. 


AMONG THE MERCHANTS 


News from the Imperial and Marks 
Isaacs Company 


Manager Wachenheim of the Im- 
perial says that his store is pushing the 
sale of high tops and has met with some 
success. In spite of the high cost of 
living, people are asking for good shoes 
and are willing to pay the price. 

Manager George Hogan of Marks 
Isaacs Company Ltd.. reports that 
business is normal, with low cuts getting 
the call. 

Manager Cahn of the men’s depart- 
ment of the Imperial Shoe Store reports 
that tans are going well. 

At the Crossett store Manager Wild 
is selling a good deal of tans and dark 
tans. 


SHOE MERCHANTS MEET 


On November 19 at the Association 
of Commerce 


The regular meeting of the New 
Orleans Shoe Retailers’ Association 
took place at the Association of Com- 
merce on Wednesday, November 19. 


DOWNTOWN STORES 


Sell Many Party Slippers Short 
Vamps, at Maison Blanche 


With the opening of the French 
Opera season in New Orleans fashion- 
able downtown stores are getting an 
extensive call for gold, silver and satin 
slippers. The Imperial Shoe Store has 
sold many pairs of this footwear. 


Down at the Maison Blanche, Man- 


ager Sol Stern is featuring Parisian 
models in short-vamp shoes with a 
strap effect. He is nearly sold out of 
them. 


SHOES AT $6.50 


Featured at Leon Godchaux Com- 
pany, Ltd. 


Manager Rene Robert of the Leon 
Godchaux Company, Ltd., is featuring 
$6.50 shoes that are hard to beat. As 
Mr. Robert puts it, “In spite of the 
H.C. L. we are able to sell shoes as low 
as $6.50 a pair.” ‘ 


THE LEATHER MARKET 
(Concluded from page 119) 


tinue at this average the export for all 
shoe and leather products and acces- 
sories will run over $300,000,000, which 
is not only a record export year, but 
which takes a large amount of leather 
out of this counrty and has an im- 
portant bearing on the domestic market 
and prices. 


Shoe Factories Fairly Busy 


The extensive domestic business of 
the past few seasons is in striking con- 
trast to the present stagnation. While 
it is true that salesmen on the road 
have sent in a good amount of orders 
from all over the country and shoe 
factories are comparatively busy, it is 
true that the holding off of purchasing 
and the smaller unit production owing 
to labor conditions and strikes wiil 
likely result in a decreased volume of 
product. 

It has been said that retailers were 
carrying rather excessive stocks in 
many sections and that the high price 
of shoes had tended to bring out these 
old stocks and sell them off. If this is 
true, there is likely to be less turn- 
overs of new stock this Winter than 
usual. 

There are no changes in the general 
range of leather values worth the men- 
tion and no material concessions which 
would encourage shoe manufacturers to 
make large purchases of leather, with 
the possible exception of sole leather, 
the staple grades of which do not indi- 
cate any change materially lower than 
now exists. 
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Is your business going ahead? 


In every business there comes a turn- 
ing point when the business is either 
on the road to success or failure. 


No matter which road you are on, we have a message for you which we believe will 


help you to meet present day conditions. 


One way to help meet your constantly advancing overhead costs is to invest more 
capital in the business, and the other way is to concentrate your purchases and 


confine them to a few good, salable lines of merchandise. 


In the shoe business, for instance, by confining your purchases to one line of shoes 
of a national reputation—a line long enough in price and style range to take care 


of all your wants—you hold down your investment. 


With one line spread out before you, you can select by comparison only the styles 
actually needed and thus eliminate buying patterns that are similar to each other— 


that overlap in their appeal to customers—that hinder instead of speed up sales. 


This elimination of duplicate styles is a very important remedy for your turnover 
problem. There is less loss by mark down, fewer broken sizes in mid-season and 


fewer odd sizes at the end of the season. 


All these important principles of merchandising, have a direct bearing on your 
profits. 

In concentrating your purchases you are in ‘a position to demand better service 
from the manufacturer and he in turn is glad to give it to you, and will work with 


you in every way to help you build up a'larger business. 








